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Take  your  big 
ideas  off  the 
back  burner. 

With  HP  Converged  Infrastructure  solutions  powered  by  Intel®,  you  can  spend 
over  70%  of  your  time  and  IT  budget  on  innovation  rather  than  operations.* 

Servers,  storage,  networking,  security,  and  management  software  all  work 
together  to  accelerate  IT,  reduce  application  provisioning  time  by  75%,  and  get 
you  ready  for  the  cloud.*  So  now  you  can  spend  more  time  on  your  big  ideas. 

The  power  of  HP  Converged  Infrastructure  Is  here. 

Shift  70%  of  your  time  and  budget  towards  innovation. 

Learn  more  at  convergedinfrastructure.cont 


‘Substantiation:  IDC  white  paper  sponsored  by  HP,  Measuring  the  Business  Value  of  Converged  Infrastructure  in  the 
Data  Center,  October  201 1 

©  Copyright  201 2  Hewlett-Packard  Development  Company,  L.P.  The  information  contained  herein  is  subject  to  change 
without  notice.  The  only  warranties  for  HP  products  and  services  are  set  forth  in  the  express  warranty  statements 
accompanying  such  products  and  sen/ices.  Nothing  herein  should  be  construed  as  constituting  an  additional  warranty. 
HP  shall  not  be  liable  for  technical  or  editorial  errors  or  omissions  contained  herein. 

Intel  and  the  Intel  logo  are  trademarks  of  Intel  Corporation  in  the  U.S.  and/or  other  countries. 
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FROM  THE  EDITOR  JOHN  DIX 

Senate  leaves  us  at  risk 

The  Senate  failed  to  muster  enough  votes  to 
pass  the  watered-down  Cybersecurity  Act  of  2012 
(S.  2105)  earlier  this  month,  which  reminds  me  of 
the  line  by  Col.  Nathan  R.  Jessep  in  the  movie  “A 
Few  Good  Men”:  “All  you  did  was  weaken  a  country 
today . . .  That’s  all  you  did.  You 
put  people’s  lives  in  danger.” 

Overly  dramatic?  Hardly,  given  it  is  common  knowl¬ 
edge  that  enterprises,  institutions  and  government 
agencies  are  being  hammered  by  increasingly  focused 
and  sophisticated  attacks  by  nation-states.  The  bill  had 
the  backing  of  many  key  military  figures  and  national 
security  officials. 

As  originally  proposed,  S.  2105  would  have  required 
the  Department  of  Homeland  Security  to,  in  a  nutshell, 
figure  out  which  operators  of  critical  national  infrastructure  should  be  required  to 
meet  new  security  standards,  figure  out  how  to  hold  those  operators  accountable, 
and  finally  require  “the  private  sector  and  the  federal  government  to  share  threats, 
incidents,  best  practices,  and  fixes,  while  maintaining  civil  liberties  and  privacy.” 

(This  Senate  bill  isn’t  to  be  confused  with  the  House’s  Cyber  Intelligence  Shar¬ 
ing  and  Protection  Act,  CISPA,  which  traded  away  too  many  personal  liberties  in 
the  name  of  security  [see  tinyurl.com/c5ekgdm]  and  was  just  voted  down.) 

Even  though  the  sponsors  of  S.  2105  lifted  the  mandatory  requirements  of  the 
bill  in  a  last-minute  effort  to  get  it  passed,  only  52  senators  voted  for  it,  short  of  the 
60  votes  needed. 

That  leaves  us  all  at  risk. 

“I  can’t  think  of  a  more  urgent  issue  facing  this  country,”  Commerce  Committee 
Chairman  Jay  Rockefeller,  D-WVa.,  said  of  the  bill.  “Hackers  are  stealing  informa¬ 
tion  from  Fortune  500  companies,  breaking  into  the  networks  of  our  government 
and  security  agencies  and  toying  with  the  networks  that  power  our  economy.” 

And  not  just  any  hackers,  says  Peter  George,  CEO  of  Fidelis  Security  Systems, 
which  has  40  government  agencies  on  its  customer  roster.  Enterprises  used  to  be 
fighting  hackers  down  the  street,  he  says,  and  now  they’re  fighting  nations  with 
dedicated  national  security  agencies.  “That’s  who  they  have  to  keep  out  of  their  net¬ 
work,  and  they  need  our  country  to  help  them.  The  federal  government  has  insight 
to  that  threat  vector  that  commercial  CSOs  don’t  have.” 

Should  we  be  surprised  that  the  government  failed  to  address  this  critical  issue? 
Not  after  what  we  learned  last  December  when  it  appeared  an  Illinois  water  utility 
was  hacked  (see  tinyurl.com/8kxao3g). 

While  that  incident  turned  out  to  be  a  false  alarm,  our  glacial  response  to  the 
apparent  problem  showed  we  haven’t  even  ironed  out  the  escalation  processes  for 
infrastructure  events,  let  alone  shown  a  willingness  and  ability  to  tackle  the  much 
bigger  problem  of  addressing  the  inadequacies  of  infrastructure  security. 

Unfortunately,  it  is  increasingly  clear  that  the  government  won’t  get  this  done 
until  something  catastrophic  happens. 
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IT  employment  gains 
hit  four-year  high 

THE  U.S.  GAINED  18,200  IT-related  jobs  last  month,  the 
largest  monthly  increase  since  2008,  according  to  Foote  Part¬ 
ners.  Of  that  number,  roughly  4,900  new  IT  jobs  were  added  in 
the  telecommunications  and  data  processing/hosting  sectors, 
and  13,300  were  added  in  management/technical  consulting 
services  and  computer  systems  design/services.  “The  overall 
employment  situation  in  the  U.S.  is  lackluster,  in  fact  this  is  the 
fifth  consecutive  month  of  subpar  results,”  says  David  Foote, 

CEO  at  Foote  Partners,  which  has  been  tracking  IT  labor  trends 
since  1997.  "But  the  fact  that  more  than  18,000  new  jobs  were 
created  last  month  for  people  with  significant  IT  skills  and  expe¬ 
rience  -  and  nearly  57,000  new  jobs  added  in  the  past  three 
months  -  is  incredibly  good  news.”  tinyurl.com/btgfjmy 
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SDN  startup 
emerges  from 
stealth  mode 

PLUMGRID,  WHICH  bases 
its  product  line  and  business 
model  on  software-defied 
networking  concepts,  last 
week  announced  $10.7  million 
in  Series  A  funding  from  US 
Venture  Partners  and  Hummer 
Winblad  Venture  Partners.  The 
company  will  establish  a  beach¬ 
head  in  network  virtualiza¬ 
tion  and  then  branch  out  into 
other  areas  of  programmable 
networking,  says  CEO  Awais 
Nemat,  a  former  Marvell  Semi¬ 
conductor  and  Cisco  executive 
and  engineer  who  founded 
PLUMgrid  in  early  2011  with 
two  other  former  Cisco  engi¬ 
neers.  “The  silicon  and  systems 
ecosystems  are  well-estab¬ 
lished,”  Nemat  says.  “But  the 


software  and  the  applications 
that  go  on  top  are  a  big  void,  and 
that’s  where  we  fit  in.  That’s  the 
problem  we  are  trying  to  solve.” 

tinyurl.com/cqwxfk8 


Facebook's  post- 
IPO  brain  drain 


FACEBOOK  CONFIRMED  that  four 
high-ranking  managers  resigned 
from  the  company  within  the 


last  few  weeks,  further  fueling 
speculation  that  the  social 
networking  giant  may  suffer 
a  brain  drain  in  the  wake  of  its 
IPO.  The  departing  Facebook 
officials  are:  Ethan  Beard,  direc¬ 
tor  of  platform  partnerships; 

Kate  Mitic,  platform  marketing 
director;  Jonathan  Matus,  mobile 
platform  marketing  manager; 
and  Ben  Blumenfeld,  design 
manager.  In  public  blog  posts,  all 
indicated  that  they  liked  working 
at  Facebook,  but  wanted  to  pur¬ 
sue  entrepreneurial  opportuni¬ 
ties.  tinyurl.com/9gccv4t 

Sensitive  data 
finds  way  to  cloud 

ROUGHLY  HALF  of 4, OOO  IT 

and  security  professionals 
polled  say  they  use  external 
cloud-based  services  for  sensi¬ 
tive  or  confidential  data  —  but 
their  approaches  to  encrypting 
data  in  the  cloud  vary  widely, 
according  to  research  from 
Ponemon  Institute.  Among 
respondents,  38%  say  their  orga¬ 
nizations  rely  on  encryption  of 
data  as  it’s  transferred,  typically 
over  the  Internet,  to  the  cloud; 
35%  say  their  organizations 
encrypt  data  before  it’s  transmit¬ 
ted  to  the  cloud  provider;  and 
27%  perform  encryption  within 
the  cloud  environment  (16% 
selectively  encrypt  at  the  appli¬ 
cation  layer  and  11%  let  the  cloud 
provider  encrypt  stored  data  as  a 
service),  tinyurl.com/c6shtot 

Privacy  flap 
costs  Google 
$22.5  million 

GOOGLE  WILL  payahistoric 
fine  to  settle  U.S.  government 
charges  that  it  violated  privacy 
laws  when  it  tracked  users 
of  Apple’s  Safari  browser  via 
cookies.  The  $22.5  million 
civil  penalty  is  the  largest  ever 


IT  VIDEO 

Security  Threat 
Landscape 

Keith  Shaw  talks  with 
Derek  Manky  from 
Fortinet  about  the  latest 
SCADA  threats,  exploits 
for  Windows  Gadgets 
and  Sidebar,  and  the 
looming  threat  of  mobile 
malware  via  NFC.  tinyurl. 
com/8raucbf 


secured  by  the  U.S.  Federal 
Trade  Commission  for  a  viola¬ 
tion  of  one  of  its  orders,  tinyurl. 
com/8ecw6av 


Ready-to- 
wear  tech 

DEMAND  FOR  real-time  data, 
including  personal  health  infor¬ 
mation,  is  driving  the  market 
for  wearable,  wireless  devices 
that  will  grow  from  14  million 
items  this  year  to  as  many  as  171 
million  in  2016.  Much  of  today’s 
devices  are  concentrated  around 
healthcare  and  wellness  applica¬ 
tions,  such  as  glucose  and  heart 
rate  monitors.  In  the  future, 
devices  for  personal  entertain¬ 
ment  —  such  as  Google’s  Smart 
Glasses  and  the  rumored  Apple 
Smart  Watch  —  and  military  use 
will  increase  dramatically.  “A 
$6  billion  market  in  2016  is  our 
most  conservative  forecast,”  says 
Theo  Ahadome,  senior  analyst 
at  IMS  Research,  tinyurl.com/ 
bvs2pmq 


4  AUGUST  13, 2012  www.networkworld.com 


WiFi.  Wired.  Cloud.  Branch  On-Demand. 
Changing  all  the  rules  of  enterprise  networking. 

Elasticity.  Simplicity.  User-Centricity. 

Get  started  with  your 
free  evaluation  at 

aerohive.com/enterprise 

Hive  on. 


Aerohive! 
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Reality  check  on  cloud  security 

©ITHINKTHE  mentality  about  the  cloud 
today  is  much  the  same  mentality  that 
we  had  regarding  our  neighbors  in  the 
’50s.  We  left  our  doors  unlocked  at  night, 
didn’t  even  think  about  alarm  systems, 
and  the  “really  bad  people”  didn’t  live  in 
our  neighborhood  (Re:  Wozniak:  Cloud 
could  create  ‘horrendous’  problems”; 
tinyurl.com/9sxc2ff). 

Little  did  we  know,  but  the  only  thing 
that  really  changed  since  then  is  our  men¬ 
tality.  The  bad  guys  existed,  but  we  chose 
to  ignore  it  because  “that  won’t  happen 
in  my  neighborhood,”  and  if  it  did  it  was 
chalked  up  to  a  one-time  event  that  won’t 
happen  again. 

Only  after  bad  things  started  happen¬ 
ing  and  we  heard  about  them  on  a  regular 
basis  did  we  start  locking  our  doors, 
installing  alarm  systems,  and  being  more 
aware  of  who  our  neighbors  really  were. 

The  “cloud  solution”  will  progress  in 
much  the  same  way.  We’re  still  in  the 
“Ozzy  and  Harriet”  stage  right  now  but  it’s 
really  more  of  a  “Law  and  Order”  world, 
just  the  marketing  people  are  keeping  the 
“bad  news”  from  getting  around. 

Dan  Linder 

'Alternatives'  to  iPad,  not  'killers' 

©  STOP  SAYING  “IPAD  killer.”  Stop  it  stop 
it  stop  it!  No  one  believes  this  product 
is  intended  to  “kill”  anything,  so  why 
continue  saying  such 
things  (Re:  “Google 
Nexus  7  pre-order 
buyers  miffed  retail¬ 
ers  selling  Android 
tablets  first”;  tinyurl. 
com/95392vm)? 

Is  it  so  you  can  later 
deem  the  device  a  “fail¬ 
ure”  when  Apple  does 
not  crumble  under 
the  weight  of  Nexus 
7  sales?  Is  it  a  cheap 
name  drop  of  a  certain 
company  and/or  its 
products  to  get  more 
hits  to  the  page? 

To  all  news  people  and  bloggers:  There’s 
not  h  ing  wrong  with  alternative  products 
and  choice.  We  don’t  all  have  to  drive 
Toyota  to  be  happy  drivers  and  we  don’t  all 
have  to  buy  Apple  to  be  happy  users. 

End  of  line. 

Chris  Fricke 


MSA's  signal  OpenFlow's  ascent 

©“VIRTUALIZATION  HAS  BECOME  the  new 

iron.”  That’s  the  best  I’ve  heard  it  phrased 
and  it  really  does  represent  many  new 
opportunities.  So  much  really  does  get 
left  to  the  server  team  (Re:  “VMware’s 
Nicira  acquisition  represents  new  threats 
and  new  opportunities  for  network  man¬ 
agers”;  tinyurl.com/clmz21h). 

I’m  actually  the  server  team  but  a 
few  months  ago  I  started  coming  across 
more  OpenFlow  stuff  and  then  found  I 
already  had  one  of  Intel’s  whitepapers  on 
consolidating  networking  on  Xeon.  Since 
then  I’ve  followed  the  E5, 1  I/O  and  DDIO. 
I’ve  been  in  a  Cisco  training  for  the  past 
year  but  haven’t  heard  anything  about 
OpenFlow  despite  asking.  I  feel  like  I’m 
the  only  person  in  the  class  that’s  heard 
about  it.  Then  Oracle  bought  Xsigo.  It 
does  seem  like  things  are  taking  off. 

MichaelADeBose 

On  Turing:  Credit  where  it  is  due 

©  THANK  YOU,  JON,  for  the  proper  credit/ 
respect  to  Alan  Turing  and  his  team! 
Sadly  Turing  couldn’t  enjoy  his  proper 
due  (nor  his  proper  lifespan  —  much 
less  his  proper  freedoms)  while  alive 
(Re:  “Cerf:  Secret  wartime  projects 
drove  ‘incredible’  advances”;  tinyurl. 
com/7hlh8go). 

I  was  a  student,  protege  and  collabora¬ 
tor  of  Jack  Good  in  my  college  years.  (Dr. 

Good  was  Turing’s 
protege,  Bletchley  Park 
Hut  co-worker,  and 
friend  who  carried 
Turing’s  mission 
forward  post-mortem.) 
Between  Turing  and 
Nikola  Tesla,  the  world 
is  waking  up  to  the 
genius,  inspiration 
and  debt  owed  to  these 
pioneers  who  were 
robbed  of  “their  due,” 
then  forced  into  shamed 
exile  simply  because 
they  weren’t  “socially 
acceptable.”  In  the  words  of  Good  himself 
in  October  1990  in  Radford,  Va.:  “We  can¬ 
not  correct  history,  but  perhaps  we  can 
fold  the  future  forward  onto  itself  until 
the  wrongs  self-right.” 

(NOTE:  It  was  my  son  who  was  Dr.  Jack 
Good’s  student,  not  me.) 

Cindy  Griffith 
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center  innovations 


StruxureWare  for 
Data  Centers 


EcoBreeze  with  Two 
Economizer  Modes 


Facility  Power  Module 


Our  physical  infrastructure  with  full-visibility  management 
software  enables  responsive,  energy-efficient  data  centers. 


Rack-to-row-to-room-to-building  architecture  lowers  cost. 

Improving  both  efficiency  and  system  uptime  requires  a  second  look  at 
today’s  data  centers!  Featuring  innovative  and  industry-leading  physical 
infrastructure  components,  Schneider  Electric™  data  centers  uniquely 
span  traditional  IT  “white  space"  and  facilities  to  improve  interoperability, 
deliver  true  data  center  agility,  and  achieve  cost-saving  energy  and 
operational  efficiency.  Our  integrated  architecture  also  lowers  total  cost  of 
ownership,  enables  fast  and  easy  design  and  deployment,  and  promises 
the  highest  availability. 

It  comprises  best-of-breed  components  available  from  a  single  source 
and  through  a  global  supply  and  services  chain.  From  our  well-known 
APC  InRow™  cooling  units...  to  our  innovative  EcoBreeze™  facility  cooling 
module  with  two  economizer  modes...  to  our  unparalleled  data  center 
management  software  StruxureWare™  for  Data  Centers,  Schneider  Electric 
products  can  be  found  literally  in  every  data  center  domain. 

We  offer  the  most  energy-efficient  components  —  all  uniquely  engineered 
as  a  system.  In  the  long  run,  the  Schneider  Electric  rack-to-row-to-room-to- 
building  approach  reduces  total  data  center  life  cycle  cost  up  to  1 3  percent 
and  30  percent  of  data  center  physical  infrastructure  cost  over  10  years!  In 
fact,  it’s  the  foundation  of  our  Business-wise,  Future-driven  data  centers. 


|Dl  SQUARE  D 


I  >  EcoBreeze  with  Two  Economizer  Modes 

Only  the  scalable  EcoBreeze  automatically  switches 
between  air-to-air  heat  exchange  and  indirect 
evaporative  cooling  to  maximize  conditions  year-round. 

>  Data  Center  Facility  Power  Module 

Our  modular,  step-and-repeat  approach  to  facility 
power  lets  you  expand  capacity  in  500  kW  increments 
as  needed,  cutting  OpEx  by  up  to  35  percent  and 
CapEx  from  1 0  to  20  percent. 

j  >  StruxureWare  for  Data  Centers 

With  building-to-server  visibility,  StruxureWare 
for  Data  Centers  enables  you  to  make  informed 
decisions  about  your  physical  infrastructure. 

>  Reference  Designs 

Our  standardized  architectures  for  various  data  center 
configurations,  from  200  kW  to  20  MW,  reduce  time, 
cost,  complexity,  and  system  risk. 

>  Data  Center  Life  Cycle  Services 

Including  energy  management  services,  professional 
services  from  planning,  build/retrofit,  and  operations  help 
ensure  highest  system  availability  and  efficiency. 


by  Schneider  Electric 


by  Schneider  Electric 


Business-wise,  Future-driven.™ 


Is  your  data  center  efficient?  Download  our  Data 
Center  Efficiency  Kit  and  register  to  win  Apple  TV®. 

Visit:  www.SEreply.com  Key  Code:  r888v 
or  Call:  888-289-272 2  x6424 


Schneider 
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TREND  ANALYSIS 


Microsoft  overhauls  enterprise  Office 
and  SharePoint  app  development 


BYTIM  GREENE 

WITH  THE  introduction  of  Office  2013  Pre¬ 
view,  Microsoft  has  overhauled  how  business 
developers  write  Office  and  SharePoint  appli¬ 
cations  and  how  users  access  them  while  giv¬ 
ing  IT  administrators  the  ability  to  control 
which  applications  are  available  to  users. 

This  new  cloud  application  model 
embraces  common  Web  languages  for  writ¬ 
ing  code  and  includes  online  stores  for 
purchasing  the  applications.  At  the  same 
time,  IT  professionals  are  given  control  over 
whether  users  have  access  to  the  entire  store 
or  whether  they  can  reach  just  those  apps  that 
have  been  selected  and  set  aside  in  a  corpo¬ 
rate  catalog,  says  Richard  Riley,  a  director  in 
Microsoft’s  Office  division. 

This  friendlier  application  development 
environment  will  encourage  enterprise  cus¬ 
tomers  to  do  more  of  their  own  development 
rather  than  relying  on  apps  in  stores,  says 
Jim  McGregor,  president  of  Tirias  Research, 
because  they  have  the  resource  to  hire  devel¬ 
opers.  “They’ll  develop  apps  that  do  exactly 
what  they  need  them  to  do  and  what  their 
customers  need  them  to  do,”  he  says. 

He  sees  Microsoft  adopting  Google’s  model 
of  opening  up  app  development  to  every¬ 
body  and  giving  them  away  or  selling  them 
inexpensively. 

But  getting  existing  business  customers  to 
buy  into  Office  2013  so  they  can  take  advan¬ 
tages  of  these  new  development  possibilities 
may  be  a  tough  sell,  says  Paul  DeGroot,  prin¬ 
cipal  consultant  with  Pica  Communications. 
Corporations  that  standardized  on  Office 
2003  and  bought  perpetual  licenses  could 
still  be  using  it  at  no  annual  cost,  he  says. 
Buying  Office  2013  means  an  investment  and 
disruption. 

He  says  he  is  aware  of  many  Office  custom¬ 
ers  who  have  bought  perpetual  licenses  for 
Office  2010,  have  installed  it  and  are  happy 
to  leave  it  in  place.  “They’re  not  renewing 
it,”  he  says,  “they  own  it.  They  don’t  want  to 
do  another  Office  install  for  five  years,  and 
Microsoft  will  make  no  money  off  that.” 

One  danger  of  these  new  apps  is  that  there 
are  no  guarantees  that  they  will  be  compat¬ 
ible  with  the  next  version  of  Windows,  mean- 
ing  customers  may  have  to  decide  to  stick 
with  an  older  OS  that  supports  their  apps  or 
switch  to  a  new  OS  that  requires  new  apps, 
DeGroot  says. 

“As  the  application  developer  using  Web 
APIs,  what  you  have  is  a  very  fast-moving 


App  challenges 
in  the  cloud 

Businesses  shouldn’t  allow  the 

glitz  of  the  new  Office  apps  model 

blind  them  to  possible  downsides. 

Pros 

■  Uses  common  Web  languages 
(HTML5,  JavaScript,  CSS3) 

■  Users  can  install  apps  quickly 
and  without  IT  intervention 

■  IT  can  monitor,  allow  and  block 
apps  usage 

■  Developers  get  an  80%  cut  of 
apps  prices 

Cons 

■  Requires  2013  versions  of  Office 
and  SharePoint 

■  No  guarantee  apps  will  be  com¬ 
patible  with  next  Windows  OS 

■  License  terms,  prices  may 
vary  greatly  among  third-party 
developers 

■  IT  must  review  apps  to  establish 
a  business-appropriate  catalog 
for  users 


environment  tied  to  a  product  that  gets 
rewritten  every  three  years  and  changes 
slowly,  but  when  it  does  change  it  changes 
big-time,”  he  says. 

The  problem  for  Microsoft  is  that  it  makes 
more  money  from  Office  than  it  does  from 
Windows,  but  applications  are  moving  to  the 
Web,  DeGroot  says,  so  it  needs  a  Web-based 
revenue  stream.  This  new  cloud  app  model 
can  help  attract  users  to  Office-related  Web 
services. 

In  keeping  with  this  model,  the  applica¬ 
tions  actually  run  in  the  cloud  and  render 
them  to  the  particular  file  on  a  user’s  machine. 

In  addition,  these  Web  applications  are 
inserted  in  Office  apps  and  SharePoint,  gath¬ 
ering  and  manipulating  data  and  formatting 
it.  For  example,  apps  for  Excel  can  gather 
data  from  the  Internet,  enter  it  in  a  spread¬ 
sheet,  and  also  present  it  in  graphs,  charts  and 
maps.  Apps  for  Word  can  gather  data  from 
the  Internet  based  on  keywords  designated  in 
documents,  and  that  data  can  be  linked  to  the 


document  so  when  the  document  is  shared  col¬ 
leagues  have  access  to  the  same  external  data. 

These  new  applications  can  appear  in 
Office  applications  and  SharePoint  as  task 
panes  within  documents  or  they  can  be 
inserted  online.  Individual  applications  can 
also  be  strapped  together  to  create  more  com¬ 
plex  applications. 

By  virtue  of  being  in  the  cloud,  applications 
used  to  create  documents  can  be  linked  to  the 
document.  So  if  an  app  has  been  used  to  cre¬ 
ate  a  chart  based  on  data  gathered  on  the  Web 
and  entered  in  an  Excel  spreadsheet,  the  docu¬ 
ment  can  be  sent  to  other  people  and  they  can 
work  on  it  using  the  same  application  to  gather 
updated  information.  Becausethe  application 
is  in  the  cloud,  the  recipients  of  the  document 
don’t  have  to  be  running  the  app  locally,  just 
have  access  to  the  app  in  the  cloud. 

The  example  Riley  uses  is  that  of  an  appli¬ 
cation  written  to  go  along  with  the  Olympics 
called  Medal  Tracker.  It  gathers  current  online 
data  about  medals  awarded  at  the  games  in 
London  and  presents  it  in  a  task  pane  within 
an  Excel  spreadsheet.  The  data  is  also  entered 
in  the  spreadsheet  itself.  A  separate  app  called 
Bubbles  takes  the  same  data  about  the  medals 
and  represents  the  number  of  medals  won  by 
country  with  larger  or  smaller  circles  that  are 
proportional  to  the  number  of  medals  won.  A 
third  app  called  Bing  Maps  can  portray  pro¬ 
portional  circles  on  a  map  to  show  the  location 
of  countries  that  have  won  medals  and  give  an 
idea  of  how  their  haul  stacks  up  to  others. 

These  new  apps  can  be  written  using 
HTML5,  JavaScript,  CSS3  and  others  that  are 
familiar  to  Web  developers. 

The  same  cloud  application  model  applies 
to  SharePoint,  and  there  is  a  separate  Share- 
Point  app  store  as  well. 

Developers  can  sell  apps  at  the  Office  and 
SharePoint  stores  at  an  80-20  split,  with 
developers  getting  80%.  Developers  can  also 
set  the  price  within  a  range  to  be  determined 
later  and  the  licensing  conditions,  Riley  says. 

Expanding  the  pool  of  Office  and  Share- 
Point  developers  by  using  Web  programming 
could  lead  to  new  applications  that  Microsoft 
didn’t  think  of,  DeGroot  says,  and  that  require 
customers  to  buy  the  new  Office  in  some  form 
that  has  the  Web  APIs.  “It’s  really  critical  that 
they  not  move  the  entire  application  to  the 
Web,”  he  says,  but  having  businesses  sub¬ 
scribe  to  Office  would  be  good  for  revenues. 
“Subscriptions  will  generate  long-term  rev¬ 
enue  streams  which  they  are  not  guaranteed 
with  perpetual  licenses,”  he  says.  ■ 
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WRECKED 


It  only  takes  a  second  for 
an  accident  to  happen. 

Why  should  it  take  forever  to  fix  it? 
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Business  responds  faster  because 
data  does  more  in  the  AT&T  network. 

In  here,  intelligent  data  automates  all  the  right 
actions,  at  all  the  right  points,  all  at  the  same  time. 

Details  of  the  accident  are  collected  and  distributed. 
Insurance  claims  are  filed  and  reviewed.  Parts  are 
preordered;  paint  colors  are  premixed. 


In  here,  wrecks  get  repaired  faster  because  the  same 
data  that  reports  an  accident  is  already  at  work  fixing  it. 
It's  the  AT&T  network-a  network  of 


To  learn  more,  visit  att.com/business 
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TREND  ANALYSIS 


Inside  the  IT  challenges  of  sports,  entertainment 


BY  BRANDON  BUTLER 

BOSTON  —  At  the  same  time  sports  and 
entertainment  organizations  are  being  inun¬ 
dated  with  data,  they’re  trying  to  figure  out 
how  to  boost  connectivity  within  their  ven¬ 
ues,  as  well  as  how  to  monetize  the  treasure 
trove  of  attendee  information. 

Arizona  State  University  is  a  good  exam¬ 
ple  of  what  many  organizations  are  going 
through.  Associate  Athletic  Director  Steve 
Hank  says  it’s  been  a  “walking  disaster” 
attempting  to  coordinate  communications 
to  the  various  attendees  of  ASU  events.  Dif¬ 
ferent  departments  within  the  massive, 
70,000-plus  person  university  system  each 
independently  handle  undergraduate,  gradu¬ 
ate,  alumni  and  donor  communications.  “We 
were  literally  all  over  the  place  in  attempting 
to  communicate  with  these  people,”  at  least 
until  recently.  Hank  said  last  week  at  SEAT 
2012,  a  conference  of  sports  IT  professionals. 

A  newly  integrated  CRM  tool  designed 
by  SSB  Consulting  within  the  last  half-year, 
Hank  says,  has  allowed  a  correlated  commu¬ 
nications  platform  to  emerge.  Now,  Hank  in 
the  athletics  department  can  track  the  football 
season-ticket  holder,  who  also  happens  to  be  a 
W.R  Carey  School  of  Business  graduate  and  a 
major  alumni  donor,  to  tailor  in-game  experi¬ 
ences  specifically  for  him,  such  as  having  the 
business  school  dean  stop  by  his  section  “To 
give  them  relevant  communications  that  are 
going  to  mean  something  to  them,  you  need  to 
know  who  they  are,”  he  says. 

On  the  other  end  of  the  spectrum  is  John 
Anderson,  vice  president  of  technology  for 
the  Minnesota  Twins,  who  in  the  last  two 
years  built  the  Target  Field  stadium.  When 
constructing  the  facility,  he  says  the  directive 
from  management  was  a  simple  one:  “The  only 
things  that  have  to  work  are  the  cellphones  in 
the  stadium,”  he  recalls  being  told,  only  half- 
jokingly.  Anderson  and  the  Twins  contracted 
with  a  third  party  to  install  a  Distributed 
Antenna  System  (DAS)  that  allows  connectiv¬ 
ity  with  the  major  cellphone  network  provid¬ 
ers.  “When  you  come  to  the  game,  we  better  be 
able  to  connect  you  on  your  phone,  because  if 
we  don’t  do  that  you  might  think  twice  about 
coming  to  a  game  the  next  time,”  he  says. 

Whether  it’s  handling  the  vast  data  gath¬ 
ered  from  ticket  sales,  merchandise  pur¬ 
chasing  or  concession  stand  transactions,  or 
allowing  fans  to  have  full  bars  of  service  so 
they  can  update  their  Facebook  friends  on 
the  latest  home  run,  technology  demands  are 
increasing  exponentially  for  sports  and  enter¬ 
tainment  CIOs  and  CTOs,  says  Chris  Dill,  one 


Operators  of  venues  like  the  2-year  old  Target 
Field,  home  of  the  Minnesota  Twins,  are 
exploring  a  variety  of  new  technologies  to  keep 
the  fans  coming  back  every  night. 

of  the  coordinators  of  SEAT  2012.  And  it’s  one 
of  the  reasons  the  Sports  and  Entertainment 
Alliance  in  Technology  group  was  founded 
six  years  ago:  to  bring  together  team,  league 
and  venue  owners,  operators  and  partners  to 
discuss  strategy  and  planning. 

Managing  the  fans 

CRM  tools  are  fairly  standard  throughout 
Major  League  Baseball,  says  Ben  Roller, 
director  of  the  San  Diego  Padres’  CRM  sys¬ 
tem.  But  it’s  one  thing  to  have  a  CRM  system 
and  it’s  another  thing  for  it  to  be  used  to  its 
fullest  potential,  he  says.  The  Padres  imple¬ 
mented  the  CRM  software  a  few  years  ago, 
but  for  the  first  six  months,  Roller  says,  what 
they  had  was  not  much  more  than  a  “glorified 
phone  book.”  After  training  the  sales  staff  to 
use  the  software  and  integrating  legacy  data 
into  the  system,  it  has  now  become  integral  to 
the  Padres’  operations,  he  says. 

Major  League  Soccer  is  attempting  to  set  up 
a  similar  CRM  system  for  all  of  its  franchised 
teams,  says  Charlie  Sung  Shin,  marketing 
manager  for  the  league.  A  first  step  though, 
he  says,  is  to  organize  the  massive  amount 
of  data  the  teams  have.  “CRM  systems  have 
to  be  built  on  top  of  a  data  source,”  he  says. 
“Without  the  data  they’re  useless.”  To  that 
end,  MLS  is  developing  a  centralized  cus¬ 
tomer  data  warehouse  to  store  fan  data  for 
all  teams.  Once  the  data  is  collected,  there  are 
tools  to  manage  it,  such  as  Salesforce.com  or 
Microsoft  SharePoint. 

Getting  user  adoption  of  these  CRM  systems 
can  be  a  challenge,  says  Mark  DiMaurizio, 
vice  president  of  technical  solutions  for  Com¬ 
cast  Spectacor,  which  handles  the  CRM  for 
Philadelphia-area  professional  sports  teams, 
including  the  76ers  and  Flyers.  “Salespeople 
are  motivated  by  one  thing,”  he  says.  “If  you 


can  prove  to  them  these  CRM  tools  can  lead  to  a 
higher  turnover  of  leads  into  sales,  that  should 
be  enough  motivation  for  them.” 

Maximizing  the  fan  experience 

Motivating  fans  to  pay  ever-increasing  prices 
on  tickets,  merchandise,  food  and  beverages 
is  a  whole  other  issue.  Part  of  the  push  by 
stadium  owners  is  to  equip  their  venues  with 
DAS  and  Wi-Fi  networks  to  improve  the  fan 
experience,  which  involve  installing  a  series 
of  antennas  around  the  stadium  to  provide 
cellphone  coverage  in  a  defined  area.  While 
DAS  networks  are  becoming  more  common, 
increasingly  fans  will  be  looking  for  Wi-Fi 
connectivity  at  the  games  and,  as  of  now,  the 
two  require  separate  systems  because  Wi-Fi 
requires  a  denser  antenna  placements,  says 
Deb  Bialecki,  corporate  account  manager  for 
Cellular  Specialties  Inc.  (CSI),  which  installs 
DAS,  Wi-Fi  and  public  safety  systems.  The 
DAS  systems  are  typically  paid  for  by  the 
cellphone  carriers  themselves,  by  the  venue 
owner  or  by  a  third  party,  such  as  CSI,  which 
then  leases  the  network  to  the  carriers. 

But  a  Wi-Fi  network  comes  with  a  whole 
other  set  of  issues  —  most  notably,  cost.  David 
Payne,  who  runs  IT  for  the  athletics  depart¬ 
ment  at  the  University  of  Oklahoma,  predicts 
it  could  cost  between  $2  million  and  $4  mil¬ 
lion  to  install  a  Wi-Fi  network  on  top  of  the 
DAS  system  already  installed  in  his  football 
and  basketball  stadiums. 

Katee  Panter,  vice  president  of  infrastruc¬ 
ture  technology  at  Madison  Square  Garden, 
oversees  a  three-year  project  to  install  435 
access  points  throughout  the  arena  of  both  the 
New  York  Knicks  and  the  Rangers,  which  will 
support  8,000  concurrent  users  per  game,  all 
while  events  are  going  on.  “It’s  like  building  a 
runway  while  trying  to  land  a  plane,”  she  says. 
Even  as  venue  operators  install  such  upgrades, 
soon  they  will  not  see  them  as  a  perk  —  instead 
they  will  just  expect  to  be  able  to  stream  video 
over  a  Wi-Fi  network  on  their  tablet  while 
watching  the  game  at  the  stadium. 

This  is  why  Dill,  the  SEAT  coordinator,  says 
venue  owners  have  to  keep  embracing  newer 
technology.  There  is  increased  competition 
from  their  own  teams  as  advancements  con¬ 
tinue  to  be  made  in  the  television  broadcasts 
of  games.  RFID  (radio  frequency  identifica¬ 
tion)  ticketing,  for  example,  can  ease  stadium 
entry  and  expedite  concession  stand  pur¬ 
chases.  Fan-specific  statistics  can  be  displayed 
directly  to  the  seats  of  season-ticket  holders, 
and  apps  that  allow  fans  to  hear  the  play  calls 
between  the  coach  and  the  quarterback  are 
amenities  SEAT  is  excited  to  explore.  ■ 
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Hospital  networks  take  key  role  in  healthcare 


BY  FRED  O’CONNOR,  IDG  NEWS  SERVICE 

THE  HEALTHCARE  industry’s  increased 
use  of  electronic  medical  records  (EMRs), 
wireless  medical  devices  and  personal  mobile 
technology  has  turned  hospital  networks  into 
important  components  in  patient  treatment. 
Practicing  medicine  now  requires 
maintaining  constant  wireless 
connectivity  and  possibly  manag¬ 
ing  wired  network  traffic  if  doctors 
and  nurses  are  to  fully  leverage 
health  IT  according  to  healthcare 
professionals. 

As  IT’s  role  in  healthcare 
expanded  from  basic  tasks  on 
desktops  to  the  more  complex 
functions  involving  EMRs  and 
clinical  care,  the  network’s  impor¬ 
tance  grew,  says  Jon  Morris,  CIO 
and  senior  vice  president,  of  the 
WellStar  Health  System,  which 
operates  hospitals,  urgent  care 
centers  and  medical  practices  in 
the  Atlanta  area. 

“When  we  first  started  out  doing 
relatively  simple  tasks  the  technol¬ 
ogy  worked  great,”  says  Morris, 
who  has  served  as  an  emergency 
department  physician  at  WellStar 
Kennestone  Hospital  for  26  years. 

Health  IT  has  advanced  “a  long 
ways  from  the  days  when  you  had 
a  single  lab  test  flipping  up  on  the 
screen,”  he  says. 

Now  networks  carry  EMRs  as 
well  as  the  extensive  amounts 
of  clinical  data  that  they  store. 

Wi-Fi  allows  wireless  blood  pres¬ 
sure  cuffs  to  automatically  trans¬ 
fer  readings  to  a  patient’s  chart 
and  permits  doctors  to  view  lab 
results  on  their  iPad.  Wired  net¬ 
works  also  play  a  role  in  health  IT 
and  handle  large  radiology  image 
files  and  ensure  backup  connec¬ 
tivity  between  hospitals  and  data 
centers. 

"A  critical  piece  of  rolling  out  an 
EMR  is  the  network  environment,”  says  Jack 
Kowitt,  executive  vice  president  of  business 
development  at  health  IT  consulting  firm 
Anthelio.  With  EMRs  every  transaction 
and  data  exchange  passes  through  the  infra¬ 
structure  and  that  places  unprecedented 
capacity  and  quality  demands  on  the  net¬ 
work,  he  adds. 

This  infrastructure  allows  medical  staff 
at  Eastern  Maine  Healthcare  Systems’ 


hospitals,  nursing  homes  and  physician 
groups  to  access  and  update  patient  EMRs 
across  the  organization,  says  Cathy  Bruno, 
its  CIO  and  vice  president. 

“To  have  a  single  unified  electronic  patient 
record  across  all  our  locations,  so  that  infor¬ 
mation  is  available  no  matter  where  our 


patients  access  care,  we  need  network  con¬ 
nectivity,”  she  says.  “It  would  be  impossible 
without  network  connectivity.” 

This  connectivity  comes  at  a  costly  price, 
says  Morris.  Developing  reliable  networks 
means  expensive  revamps  of  existing 
facilities. 

Even  the  slightest  network  delays  can  turn 
physicians  against  health  IT  and  ultimately 
hinder  their  ability  to  practice  medicine, 


Kowitt  says.  “If  it  takes  five  seconds  to  get  a 
reply  they’re  not  going  to  like  the  wait,”  he 
says.  “And  those  five  seconds  accumulate  and 
it’s  going  to  impact  their  productivity.” 

At  Eastern  Maine  Healthcare,  clinical  and 
hospital  staff  associate  wireless  mobility  with 
productivity.  Last  year  Bruno  noted  an  uptick 
in  the  number  of  employees  who 
brought  their  personal  tablets  to 
the  organization’s  facilities,  which 
span  across  Maine. 

Connectivity  looks  only  more 
important  to  healthcare  as  hos¬ 
pitals  adopt  cloud  computing 
and  health  IT  software  vendors 
develop  mobile  applications  for 
specific  care  functions. 

Morris  questions  whether  hos¬ 
pitals  will  install  their  software 
on  every  personal  mobile  device 
as  well  as  service  a  diverse  hard¬ 
ware  array.  They  may  outsource 
these  tasks  to  the  cloud  to  avoid  “a 
maintenance  nightmare,”  he  says. 
“Are  you  going  to  install  clients  on 
iPads?  Really?  More  people  will 
leverage  Web-based  solutions.” 

Bruno  says  more  physicians 
will  adopt  mobile  computing  as 
Cerner,  a  major  health  IT  vendor 
whose  EMR  system  her  organiza¬ 
tion  uses,  improves  its  mobile  app 
offerings. 

Cerner  is  working  on  a  mobile 
app  for  ambulatory  settings  but 
“they  don’t  really  have  it  for  the 
inpatient  setting,”  Bruno  says. 
Some  doctors  at  Eastern  Maine 
Medical  Center  in  Bangor  are 
using  Cerner’s  health  IT  software 
via  a  virtual  desktop,  but  because 
that  software  was  written  for  use 
with  a  keyboard  and  large  moni¬ 
tor  “it’s  just  not  elegant  yet”  for 
mobile  devices.  That  elegance  will 
come  with  a  dedicated  mobile  app, 
she  added. 

While  the  place  of  mobile  hard¬ 
ware  and  software  in  patient  care 
is  still  being  figured  out,  health  IT  doesn’t 
lack  wireless  devices  in  the  meantime.  Clini¬ 
cal  staff  depend  on  wireless  medical  devices 
“that  will  ID  a  patient,  transmit  securely  and 
not  lose  continuity,”  Morris  says.  “Nurses 
taking  vital  signs  want  to  put  on  a  blood 
pressure  cuff,  hit  start  and  have  it  wirelessly 
transmit  to  the  patient  record.” 

When  Eastern  Maine  Healthcare  rolled  out 
►  Set-  Hospital,  page  16 


Security  question  #21 


Are  you  using  the  highest 
overall  protection  Next-Gen 
Firewall  recommended  by 
NSS  Labs? 


100%  resistant  to  evasion 

18.9  Gbps  Next-Gen  Firewall  throughput 

Highest  connections/sec 

Ultra  low  latency 


According  to  NSS  Labs,  "For  high-end  multi-gigabit 
environments  looking  to  upgrade  defenses  from  their 
current  firewall  to  a  Next-Generation  Firewall,  the 
advanced  architecture  of  the  Dell™  SonicWALL™ 
SuperMassive™  E10800  running  SonicOS  6.0  provides 
an  extremely  high  level  of  protection  and  performance." 

Dell  SonicWALL  secures  the  enterprise. 

Learn  more  at  sonicwall.com/nss 


NSS  Labs 


D4LL)  SonicWALL 


2012  Next-Generation  Firewall  Security  Value  Map  provided  by  NSS  Labs-a  third  party, 
global  leader  in  independent  security  product  testing  and  certification  (nsslabs  com). 
Copyright  2012  Dell,  Inc,  All  rights  reserved.  Dell  SonicWALL  is  a  trademark  of  Dell,  Inc, 
and  all  other  Dell  SonicWALL  product  and  service  names  and  slogans  are  trademarks 
of  Dell.  Inc. 
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TOOLS 

Mountain  Lion  problems 
raise  BYOD  questions 

ver  since  I  upgraded  to  Apple’s 
“Mountain  Lion”  (Version  10.8)  release 
of  OS  X  I’ve  been  having  a  “small”  prob¬ 
lem  with  my  iMac ...  it  keeps  crashing. 

At  least  once  per  day,  OS  X  gives  up  with 
a  kernel  panic  and  the  System  Diagnostic 
reports  either  “type  13=general  protec¬ 
tion”  or  “type  14=page  fault.”  For  what  it’s  worth,  the 
last  two  kernel  extension  events  are  for  loading  and 
unloading  com.apple.driver.AppleUSBCDC4. 1.21. 


Mark  Gibbs’ Gearhead 


My  iMac  (which  has  to  be  my  favorite 
computer  ever)  is  a  27- inch,  mid-2010  build 
with  a  2.93GHz  Intel  Core  i7  processor  and 
4GB  of  RAM.  I’ve  tried  disconnecting  all 
USB  devices  and  I’ve  disabled  startup  items 
but,  so  far,  no  joy.  It  crashes  no  matter  what  I 
do  and,  I  see  from  online  searching  that  I’m 
not  alone  in  this. 

Over  on  my  Forbes  blog  I  wrote  about  my 
disappointment  following  installing  Moun¬ 
tain  Lion  and  attracted  the  ire  of  the  Apple 
fanboys,  who  apparently  think  that  because 
they  didn’t  have  a  problem  it  must  be  due  to 
my  stupidity.  The  reality  of  upgrades  by  any 
OS  vendor  is  that  things  will  go  wrong  for 
(hopefully)  some  small  proportion  of  users, 
and  Mountain  Lion  has  a  few  problems. 

Over  on  Macworld  there’s  a  guide  for 
troubleshooting  Mountain  Lion  but,  alas,  it 
doesn’t  address  my  problems.  Even  Apple’s 
own  support  document  regarding  “kernel 
panics”  (which  is  over  a  year  old),  only  cov¬ 
ers  basic  steps  after  which  it  recommends 
visiting  an  Apple  retail  store  and  making  a 
reservation  at  the  Genius  Bar . . .  which  would 
be  great  except  for  the  time  that  would  take. 

Now,  I  admit  I  am  not  an  expert  in  low- 
level  OS  X  stuff,  so  picking  apart  the  System 
Diagnostic  Reports  trying  to  identify  the 
problem  has  been  an  annoying  “learning 
experience,”  and  revealed,  so  far,  absolutely 
nothing.  I’ve  sent  the  System  Diagnostic 
Reports  to  Apple’s  PR  people  but,  to  date, 
I’ve  had  no  feedback,  and  friends  with  a  lot 
more  OS  X  experience  have  taken  a  look 


and  have  not  been  able  to  figure  out  what’s 
going  wrong. 

I  could,  of  course,  throw  up  my  hands  and 
rebuild  the  entire  system  (as  some  people 
have  suggested),  but  I  don’t  have  a  spare  72 
hours  and  that  seems  a  poor  way  to  deal  with 
the  problem. 

What  this  highlighted  for  me  are  two 
things:  Apple  isn’t  perfect  (sorry,  rabid 
fanboys)  and  organizations  allowing  for 
bring  your  own  device  (or  some  day  hope  to) 


may  have  an  interesting  set  of  problems  to 
deal  with  if  their  users  experience  similar 
problems. 

So,  what  do  you  do  if  your  users  are 
running  your  corporate  apps  on  their 
own  gear  and,  as  far  as  you  know,  the  apps 
should  be  compatible  with  an  upgrade?  Do 
you  demand  that  they  can’t  perform  the 
upgrade  until  you’ve  had  a  decent  amount 
of  time  to  run  your  own  tests?  And  if  your 
users  experience  problems,  do  you  try  to 
fix  the  issues  for  them,  send  them  to  the 
Apple  store,  or  just  tell  them  to  rebuild 
their  devices? 

The  big  question  is,  when  you  have  a 
BYOD  policy,  how  much  responsibility  do 
you  expect  your  users  to  take  for  keep¬ 
ing  their  devices  and  your  corporate  apps 
running?  ■ 

Gibbs  is,  for  now,  stymied  in  Ventura,  Calif. 
Your  insights  to  gearhead@gibbs.com  and 
follow  him  on  Twitter  (@quistuipater)  and  on 
Facebook  (quistuipater). 
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ARE  YOU  BEING  FLOODED  WITH  EMPLOYEE-OWNED  GADGETS 

and  valiantly  trying  to  accommodate  requests  to  provide  access  to  corporate  resources  while 
maintaining  control  enough  to  minimize  risk  and  meet  compliance  requirements?  A  new  crop 
of  mobile  device  management  tools  provide  a  way  for  companies  to  regain  control,  to  provide 
access  to  corporate  facilities  in  a  measured  way  that  can  be  audited.  Download  this  Network 
World  Digital  Spotlight,  “Getting  out  ahead  of  BYOD,"  at  tinyurl.com/cnhcnil6  for  our  in- 
depth  look  at  the  promise  of  BYOD,  the  different  approaches,  best  practices  and  the  key  ques¬ 
tions  to  ask  when  evaluating  products. 
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^  INTRODUCING  BLACKBERRY  MOBILE  FUSION. 

^  Now  all  personal  and  corporate-owned  BlackBerryf 
^  iOS  and  Android  devices  can  seamlessly  access 
^  business  data  and  applications  on  a  single, 
secure  management  platform.  To  find  out  how 
^  this  new  approach  will  end  mobile  chaos,  visit 
™  blackberry.com/mobilefusion. 
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GADGETS 

Linksys  routers  get  smart 
(except  for  ‘easy  setup’) 


Keith  Shaw’s 
Cool  Tools 


Linksys  Smart 
Wi-Fi  Router 
EA4500 

by  Cisco,  about  $200 

►  What  it  is:  The  latest  series  of  home 
network  wireless  routers  from  Cisco’s 
Linksys  brand  are  called  “Smart  Wi-Fi,” 
offering  users  the  ability  to  configure  and 
manage  settings  through  smartphones  and 
tablets  or  across  the  cloud  through  Cisco’s 
new  Connect  Cloud  services.  The  EA4500 
model  is  the  high-end  version  (at  least  until 
later  this  summer,  when  the  802.11ac-based 
unit  ships),  providing  dual-band  N900 
(450Mbps  on  two  frequencies)  wireless 
functions.  This  particular  model  aims 

to  provide  the  optimal  range  for  Wi-Fi 
connectivity,  while  also  providing  faster 
streaming  for  video  apps  from  tablets, 

TVs  and  other  devices  within  your  home 
network. 

►  Why  it’s  cool:  The  addition  of  apps  to  the 
router  is  very  cool  —  Cisco  provides  several 
easy-to-use  modules  within  the  router 
“dashboard,”  which  can  be  accessed  through 
a  regular  Web  browser  or  via  smartphone/ 
tablet  app  (on  both  iOS  and  Android 
platforms).  For  example,  parental  controls, 
guest  access  and  adding  new  devices  to  the 
network  can  be  achieved  through  the  dash¬ 
board.  A  nice  speed  test  app  lets  you  know 
how  fast  your  broadband  connection  is  (in 
my  case,  a  nice  reminder  that  my  upload 
speeds  via  cable  were  horrible).  I  also  loved 
the  Media  Prioritization  module,  which  tells 
the  router  to  give  high  priority  to  specific 
devices  as  well  as  services.  In  my  case,  I 
could  give  priority  to  my  wife’s  MacBook 
Pro,  the  Xbox  360  game  console  and  Netflix 
app  (across  any  device). 

The  Cisco  Connect  Cloud  service  gives 
users  the  ability  to  make  changes  to  the 
router  across  the  Internet,  something  that 
previously  was  not  possible.  From  my  office, 
I  can  monitor  the  home  router  without  being 
on  the  same  internal  network.  If  you  set  up 
routers  for  friends  or  family  members,  you 


can  add  their  equipment  to  your  Cisco  Con¬ 
nect  Cloud  account  —  so  the  next  time  your 
father-in-law  calls  with  a  question,  you  can 
check  his  network  from  your  smartphone 
or  computer  without  having  to  drive  over 
to  his  house  to  troubleshoot  it.  This  feature 
alone  makes  getting  a  Smart  Wi-Fi  Router 
worth  it. 

In  addition,  Cisco  has  opened  up  its  app 
platform  to  third-party  developers,  which 
create  their  own  apps  for  use  with  the  router. 
One  of  my  favorite  apps  was  Block  the  Bad 
Stuff,  which  can  block  objectionable  content 
at  the  router  (spam,  phishing,  pornography 
and  malware  sites)  at  the  turn  of  a  dial  (three 
levels  of  blocking  available).  Controlling  this 
at  the  router  means  that  you  don’t  have  to 
block  those  sites  at  the  individual  client  level 
(smartphone,  TV,  tablet,  etc.). 

►  Some  caveats:  I  had  a  horrendous  time 
trying  to  install  the  router  via  the  included 
“Easy  CD”  —  I  think  Cisco  sometimes  makes 


the  assumption  that  the  user  is  setting  up  a 
network  for  the  first  time,  and  not  replacing 
an  existing  router  or  network  system.  In 
my  case,  I  had  several  powerline  adapters 
and  even  a  secondary  wireless  network  (a 
wireless-enabled  storage  drive)  that  kept 
interfering  with  the  Easy  CD  setup.  The 
software  didn’t  recognize  this,  and  just  kept 
failing,  rather  than  trying  to  figure  out  what 
was  going  on  or  offering  other  suggestions. 
In  addition,  the  software  required  an  up- 
and-running  Internet  connection  —  it  wasn’t 
until  I  discovered  that  I  needed  to  reboot 
my  cable  modem  that  I  could  finally  get 
the  router  to  finish  its  setup.  In  the  end,  the 
reliable  method  of  accessing  the  router  via 
IP  address  was  more  useful  than  the  Easy 
Setup  software. 

►  Grade  ★★★★  (out  of  five). 

Shaw  can  be  reached  at  kshaw@nww.com. 
Follow  him  on  Twitter:  @shawkeith 
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With  a  1&1  Dynamic  Cloud  Server,  you  can 
change  your  server  configuration  in  real  time. 

■  Independently  configure  CPU,  RAM,  and  storage 

■  Control  costs  with  pay-per-configuration  and  hourly  billing 

■  Up  to  6  Cores,  24  GB  RAM,  800  GB  storage 

■  2000  GB  of  traffic  included  free 


1&1  DYNAMIC  CLOUD  SERVER 

3  MONTHS 


Parallels®  Plesk  Panel  10  for  unlimited  domains,  reseller  ready 
Up  to  99  virtual  machines  with  different  configurations 


Base  Configuration,  Starting  at  $49. 99/month 
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NEW:  Monitor  and  manage  your  cloud 
server  through  1&1  mobile  apps  for  Android1 
and  iPhone®. 


MEMBER  OF 


l&l 


www.1ancl1.com 


Offer  valid  for  a  limited  time  only.  3  months  free  only  applies  to  $49.99  base  configuration.  Set-up  fee  of  $49.00  applies.  Base  configuration  includes  1  processor  core,  1  GB  RAM,  100  GB 
Storage.  Other  terms  and  conditions  may  apply.  Visit  www.landl  .com  for  full  promotional  offer  details.  Program  and  pricing  specifications  and  availability  subject  to  change  without  notice. 
1&1  andthel&l  logo  are  trademarks  of  1&1  Internet,  all  other  trademarks  are  the  property  of  their  respective  owners.  ©2012  1&1  Internet.  All  rights  reserved. 


TREND  ANALYSIS 


Guide  helps  IT  managers  do  the  cloud  ROI  math 


BYELLEN  MESSMER 

WHEN  THE  time  comes  to  get  in  line  to  ask 
the  CFO  for  budget  money  for  cloud  services, 
will  you  be  ready  to  compete  with  everyone 
else  in  the  organization  who  also  has  their 
hand  out?  Financial  managers  want  to  see 
return  on  investment,  and  a  guide  titled 
“Calculating  Cloud  ROI:  From  the  Customer 
Perspective”  gives  you  step-by-step  advice  on 
how  to  do  the  math  to  argue  for  cloud-based 
services,  whether  public  or  private. 

Published  by  ISACA,  the  membership 
organization  for  IT  security  and  audit  pro¬ 
fessionals,  the  Cloud  ROI  guide  uses  return 
on  investment  cost  to  estimate  financial  out¬ 
come.  “This  calculation  considers  both  the 
costs  of  an  investment  and  its  expected  gains, 
and  yields  an  estimate  of  how  favorable  the 
investment  will  be,”  the  guide  points  out. 

In  other  words,  says  one  of  the  Cloud  ROI’s 
authors,  Marc  Vael,  head  of  internal  audit  at 
Brussels-based  IT  company  Smals  and  presi¬ 
dent  of  ISACA’s  Belgium  chapter,  it’s  expected 
that  anyone  using  the  Cloud  ROI  calculation 
should  define  “gain  from  investment.”  By  way 
of  example,  if  there’s  an  estimated  $900,000 
gain  in  cost  savings  and  new  revenue  over 
a  specific  period  of  time,  minus  the  cost  of 
the  investment,  which  might  be  $600,000, 
divided  again  by  the  cost,  then  the  ROI  would 
be  said  to  equal  50%. 


This  “gain  from  investment”  variable  can 
include  things  such  as  “not  having  the  infra¬ 
structure  or  maintenance  people”  that  might 
otherwise  be  needed  for  a  traditional  enter¬ 
prise  network.  It  could  also  include  the  pros¬ 
pect  of  “new  revenue”  because  the  cloud  pro¬ 
vider  may  have  a  service  and  application  that 
“will  give  you  access  to  other  markets”  and  “a 
broader  global  reach”  than  you  might  not  oth¬ 
erwise  have,  Vael  points  out.  This  is  one  rea¬ 
son  why  IT  professionals  should  always  be 
carrying  on  discussions  with  business  unit 
managers  about  cloud-based  options. 

The  formula  is  expressed  as: 

ROI  =  (Gain  from  Investment  - 
Cost  of  Investment) 

Cost  of  Investment 

The  ISACA  Cloud  ROI  guide  also  has  long 
list  of  likely  expenditures  associated  with 
cloud  computing,  such  as  upfront,  recurring 
and  termination  cost  items.  Not  only  might 
there  be  a  question  of  “technical  readiness”  to 
deal  with  cloud  use,  there  are  various  fees  that 
might  be  overlooked,  such  as  change  and  ven¬ 
dor  management.  There  is  also  the  question  of 
“termination  costs”  to  revert  to  an  on-premises 
model  or  switch  to  another  provider. 


Some  of  this  detailed  financial  informa¬ 
tion  will  be  readily  available  in  cloud-pro¬ 
vider  contracts,  but  there  will  also  likely  be 
times  you’ll  need  to  pry  this  out  of  them,  Vael 
acknowledges.  The  guide  also  covers  “busi¬ 
ness  challenges”  that  focus  on  possible  nega¬ 
tive  aspects  of  cloud,  such  as  “incompatibility” 
with  corporate  IT  infrastructure  that  has  to 
be  integrated,  or  security  and  compliance 
issues,  or  fear  of  vendor  lock-in. 

The  ISACA  Cloud  ROI  guide  is  intended  to 
cover  service  models  that  include  infrastruc¬ 
ture  as  a  service,  platform  as  a  service  and  soft¬ 
ware  as  a  service.  It  defines  several  character¬ 
istics,  as  well  as  deployment  models  defined  as 
private,  community,  public  and  hybrid. 

The  other  key  financial  concepts  applied  to 
cloud  are  “total  cost  of  ownership”  (intended 
to  “uncover  the  lifetime  costs  of  acquiring, 
operating  and  maintaining  something”)  and 
“net  present  value,”  defined  as  a  calculation  of 
“the  present  value  of  an  investment  by  the  dis¬ 
counted  sum  of  cash  flow  disbursements  over 
a  period  of  time,”  plus  “internal  rate  of  return.” 
The  ISACA  guide  gives  these  formulas,  too. 

While  all  this  financial  calculation  may 
strike  some  as  excessive,  the  thing  to  remem¬ 
ber  is  that  when  the  IT  department  or  any 
business  unit  goes  in  front  of  the  enterprise 
CFO  or  executive  management  to  ask  for 
money,  this  is  exactly  the  type  of  discussion 
they  want  to  hear,  Vael  says.  ■ 


►  Hospital,  from  page  11 

upgraded  clinical  carts  last  fall  its  wireless 
coverage  became  “particularly  important,” 
said  Bruno.  These  devices  feature  all-in-one 
PCs  mounted  to  carts  and  are  mostly  used 
by  nurses  for  bedside  medicine  verification. 
Nurses  use  barcode  readers  to  scan  barcodes 
on  a  patient’s  wrist  band  and  medication  to 
verify  the  person’s  identity,  the  drug,  the  dose 
and  the  dispensation  time.  This  information 
is  automatically  added  to  a  patient’s  chart, 
which  ends  up  in  the  EMR. 

Eastern  Maine  Healthcare  administration 
and  physicians  aren’t  the  only  ones  who  need 
Wi-Fi.  “More  and  more  people  are  bringing 
wireless  mobile  devices  to  the  facility  and 
they  want  to  get  onto  our  wireless  network,” 
she  says. 

To  address  demand,  three  years  ago  Bruno 
opened  the  wireless  network  to  visitors  by 
creating  a  guest  network  and  placing  a  fire¬ 
wall  between  that  network  and  the  one  used 
for  clinical  purposes. 

Even  with  the  clamor  for  wireless  access, 


wired  networks  have 
a  place  in  health  IT.  In 
rural  locations  with 
limited  telecommuni¬ 
cation  options,  WANs 
help  establish  backup 
connectivity  between 
hospitals  and  data 
centers,  Bruno  says. 

“One  of  the  chal¬ 
lenges  in  Maine  is  that  the  connectivity 
between  where  some  of  our  servers  reside  and 
our  remote  hospitals  might  be  only  one  set  of 
telephone  poles,”  she  says. 

The  organization  has  redundant  connec¬ 
tivity  between  its  Bangor,  Maine,  data  center 
and  the  Kansas  City  data  center  that  hosts  its 
EMRs.  It  uses  a  fiber  network  to  link  its  Ban¬ 
gor  facilities,  which  include  two  hospitals,  a 
cancer  treatment  center,  a  walk-in  clinic  and 
the  data  center. 

Eastern  Maine  Healthcare  is  working  with 
the  New  England  Telehealth  Consortium  to 
build  out  the  WAN  infrastructure  that  will 
link  its  data  center  and  satellite  locations. 


More  and  more  people 
are  bringing  wireless 
mobile  devices  to  the 
facility  and  they  want  to  get 
onto  our  wireless  network. 

CATHY  BRUNO,  CIO  AT  EASTERN  MAINE 
HEALTHCARE  SYSTEMS 

This  effort  will  give  the  organization  “redun¬ 
dant  lines  to  places  where  we  don’t  have  it,” 
Bruno  says. 

At  some  hospitals  wired  networks  handle 
radiology  images  since  the  files’  size  can  strain 
a  wireless  network,  Kowitt  says.  Network 
traffic  management  then  becomes  an  issue, 
he  adds. 

“It  isn’t  just  do  you  have  enough  network 
capacity,”  Kowitt  says.  “Is  the  network  segre¬ 
gated  to  properly  support  the  requirements 
[of  the  staff]?  When  moving  images  you  may 
want  a  certain  speed,  but  when  you’re  dealing 
with  normal  transactions  you  may  want  to 
move  it  at  a  different  speed.”  ■ 


16  AUGUST  13, 2012  www.networkworld.com 


SMARTER  TECHNOLOGY  FOR  A  SMARTER  PLANET 


WHY  TODAY'S 
SMARTEST  SYSTEMS 


with  clients  and  partners,  has 
been  turned  into  a  pattern  of 
expertise.  An  IBM  PureSystem 
can  follow  this  pattern  to 
automatically  set  up  a  database 
infrastructure  in  minutes.  The 
system  then  monitors  how  the 
database  is  being  used,  tuning 
it  as  conditions  change. 


A  SMARTER  APPROACH  TO  IT. 

IBM  PureSystems  have  been 
able  to  achieve  up  to  twice 
the  business  application 
performance  and  up  to  twice 
the  application  density  as 
conventional  approaches’ 

With  IBM  PureSystems, 
computing  is  not  just  getting 
faster  and  simpler.  It’s  taking 
another  important  step 


What  goes  into  a  PureSystem? 

Built-in  expertise 
;|j|>  Integration  by  design 
.$  Simplified  experience 


IBM  PureSystems  can  be  up  and 
limning  in  under  four  hours: 


The  good  news  is  IT  solutions 
are  now  more  sophisticated. 
The  bad  news  is  they’re  also 
more  complicated.  And  all 
this  complexity  is  taking  its  toll. 


In  fact,  the  typical  IT 
department  now  spends  up 
to  161  days  just  to  specify, 
design  and  procure  hardware 
for  a  new  IT  project  (even 
longer  for  software).1 


HAVE  BUILT-IN  EXPERTISE 


Recently,  IBM  unveiled  a 
new  class  of  systems  that 
make  all  this  complexity  far 
less  complicated.  We  call 
them  IBM  PureSystems’.” 


\  I  / 


BEYOND  CONVERGENCE. 

Unlike  today’s  “converged”  IT 
solutions,  IBM  PureSystems 
are  more  than  just  prepackaged 
bundles  of  hardware  and 
software;  these  systems  are 
integrated  by  design,  using 
built-in  expertise  to  balance 
and  coordinate  IT  resources 


to  create  a  radically  simplified 
experience  for  the  end  user. 

Take  the  example  of  a  database: 
IBM’s  extensive  research 
on  topics  like  transaction 
processing,  honed  through 
thousands  of  engagements 


toward  making  our  companies, 
cities  and  planet  smarter. 

ibm.com/integratedsystems 


LET’S  BUILD  A 
SMARTER  PLANET. 


1.  Based  on  a  2011  commissioned  study  conducted  by  Forrester  Consulting  on  behalf  of  IBM.  2.  Based  upon  testing  of  the  IBM  PureAppIrcation  System  W1500-96  with  time  measured  from  powering  on  the  system  to  when  it  is  ready  to  support 
application  deployments  and  based  upon  testing  of  the  IBM  PureFtex  System  Express  &  Standard  models  containing  one  chassis  and  one  compute  node  with  the  time  measured  from  powering  on  the  system  to  when  it  is  ready  to  support  a  virtual 
image  deployment.  3.  Up  to  2X  application  density  based  upon  simulations  of  virtualized  applications  on  an  IBM  Flex  System  x240  Compute  Node  as  compared  to  a  previous  generation  IBM  system  The  IBM  Flex  System  x240  Compute  Node  is 
available  in  IBM  PureFtex  System  and  IBM  PureAppiication  System.  Up  to  2X  performance  ol  business  applications  based  upon  testing  of  IBM  Storwi;®  v7000  "Easy  Tier"  on  previous  generation  IBM  system.  IBM  Stoiwize  v70t)0  is  included  in 
IBM  PureFtex  System  and  IBM  PureAppiication  System.  IBM.  the  IBM  logo,  ibmcom,  PureSystems,  Smarter  Planet  and  the  planet  icon  are  trademarks  of  International  Business  Machines  Corp,  registered  in  many  jurisdictions  woridvvide.  A  current 
list  of  IBM  trademarks  is  available  on  the  Web  at  wvvwibni.com/tegal/copytradeshtinl.  ©  International  Business  Machines  Corporation  2012. 
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Hyou  follow  cloud  computing,  you’re  no 
doubt  familiar  with  software  as  a  ser¬ 
vice,  typically  associated  with  Sales- 
force.com,  or  infrastructure  as  a  service,  which 
was  pioneered  by  Amazon.com.  But  how  about 

CaaS,  SECaaS,  DaaS,  MaaS  and  BaaS? 

According  to  industry  consortium  The  Open  Group, 
these  new  “as-a-service”  acronyms  fall  into  the  category 
of  XaaS  (pronounced  “zass”),  a  generalization  for  all 
cloud-related  services  per  the  NIST  definition. 

XaaS  describes  any  service  that  can  call  up  reusable, 
fine-grained  software  components  across  a  virtualized 
cloud  network.  And  if  you  add  up  the  market  fore¬ 
casts  for  applications,  application  infrastructure  and 
systems  infrastructure  to  be  delivered  as  public  cloud 
services  by  2015  worldwide,  the  XaaS  market  will  reach 
more  than  $40  billion. 

The  most  common  examples  of  XaaS  are  software 
as  a  service  (SaaS),  infrastructure  as  a  service  (IaaS), 
and  platform  as  a  service  (PaaS).  But  the  “as-a-service” 
surname  is  proliferating  at  a  dizzying  rate.  Here  are  just 
some  of  the  services  now  available  in  the  cloud: 


lcati, 


n, an 


dgern 


ant 


riea 

ns’SeQ, 

an^nlUntM 

tw°rk» 


«w"«- 


■■« 


ENTERPRISE  CLOUD  SERVI 


■  storage  as  a  service  (another  SaaS) 

■  security  as  a  service  (SECaaS) 

■  database  as  a  service  (DaaS) 

■  monitoring/Management  as  a  service 
(MaaS) 

■  communications,  content  and  comput¬ 
ing  as  a  service  (CaaS) 

■  identity  as  a  service  (IDaaS) 

■  backup  as  a  service  (BaaS) 

■  desktop  as  a  service  (DaaS) 

David  Lounsbury,  CTO  of  The  Open 
Group,  is  not  a  big  fan  of  the  XaaS 
designation.  He  notes  that  his  group  has 
been  pushing  a  service-oriented  archi¬ 
tecture  (SOA)  model  of  computing  for 
over  a  decade  and  points  to  the  recently 
released  service-oriented  cloud  comput¬ 
ing  infrastructure  (SOCCI)  framework  as 
a  guide  to  how  SOA  and  the  cloud  are  in 
natural  alignment. 

“When  does  this  stop  being  about  a 
cloud  frenzy,  and  just  settle  down  into 
being  a  practical  way  to  do  business  on  a 
day-to-day  basis?”  asks  Lounsbury. 

No  matter  the  frequency  with  which  ser¬ 
vice  providers  continue  to  slap  the  “-aaS” 
tagline  on  their  product  descriptions, 
industry  watchers,  practitioners  and  users 
contend  that  the  practice  of  implement¬ 
ing  XaaS  in  the  future  will  have  more  to 
do  with  customers  aligning  their  existing 
business  practices  with  the  basic  tenants  of 
cloud  than  it  does  with  how  providers  may 
be  bundling  —  or  naming  —  their  services. 

“Cloud  is  more  about  how  you  consume 
technology  to  fit  your  business  processes 
and  less  about  technology  itself,”  says 
Tiffani  Bova,  vice  president  with  Gartner 
Research.  IT  professionals  are  not  sitting 
around  wondering  what  type  of  physical 
server  their  cloud  applications  are  running 
on,  contends  Bova.  Rather,  they  know  they 
can  easily  access  those  applications  in  the 
cloud  and  now  are  deciding  how  to  build 
up  provisions  around  them  that  address 
things  like  intelligent  business  processes 
and  security  and  governance  parameters. 

Edward  Newman,  global  practice 
director  for  Private  Cloud  Services  at 
EMC  Consulting,  says  his  firm  has  spent 
the  last  five  years  trying  to  get  clients  to 
think  more  about  IT  services  and  less 
about  individual  components  of  the 
cloud  infrastructure.  Enterprise  folks 
are  listening.  “Just  as  we  see  the  DevOps 
side  of  enterprise  IT  looking  to  the  cloud 
to  get  a  more  agile  application  develop¬ 
ment  environment,  we  see  the  same  sort  of 
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thing  in  the  IT  service  management  side,” 
Newman  says. 

He  adds  that  enterprise  clients  are 
taking  a  hard  look  at  IT  services  that  were 
previously  running  in  redundant  silos  and 
turning  to  the  cloud  as  the  means  for  deliv¬ 
ering  those  services  more  coherently  and 
economically  across  their  organizations. 

Energy  Plus  is  an  online  energy  retail 
services  company  that  supports  185,000 
customers  in  eight  states  and  100  part¬ 
ners  in  its  rewards  program,  primarily  in 
the  cloud. 

CIO  Hugh  Scott  explains  that  18  months 
ago  the  company  made  the  decision  to 
move  from  a  collocation  facility  operated 
by  SunGard  into  the  cloud.  The  company 
tested  cloud  offerings  from  both  Micro¬ 
soft  and  Amazon  and  ultimately  went 
with  SunGard’s  Enterprise  Cloud  and  is 
currently  running  the  bulk  of  its  business 
processes  there,  including  all  of  its  public 
facing  Web  operation,  its  direct  marketing 
applications  and  its  enrollment  engine. 

“I  doubt  that  we’d  ever  put  the  secret 
sauce  up  in  the  cloud  —  for  us  that  would 
be  our  back-end  awards  program  — 
because  we  would  not  want  to  run  with 
a  commoditized  version  of  that.  But  every¬ 
thing  else  is  up  for  discussion.  We’ll  jump 
at  cloud-based  offerings  that  can  help  up 
grow  quickly  and  give  us  more  flexibility 
in  our  business  practices,”  Scott  says. 

Joseph  Coyle,  CTO  of  IT  consultancy 
Capgemini,  contends  there  are  several 
XaaS  categories  that  are  becoming 
popular  in  the  midsize  enterprise  because 
they  are  either  easy  services  to  outsource 
(UCaaS);  they  have  become  a  requirement 
if  IT  has  chosen  to  operate  in  the  cloud 
(MaaS);  or  are  more  mature  than  the  word 
on  the  street  gives  them  credit  for,  like 
network  as  a  service  (NaaS). 

According  to  Gartner  research  director 
Daniel  O’Connell,  UCaaS  is  a  logical  busi¬ 
ness  process  to  outsource,  especially  if  an 
enterprise  is  highly  distributed  and  look¬ 
ing  to  upgrade  from  a  legacy  PBX.  “With 


a  UCaaS  contract,  you  wipe  out  the  capex 
expenses,  a  third  party  can  supply  the 
service  more  cheaply  than  you  can  build 
it,  and  the  internal  staffing  requirements 
will  be  very  low,”  O’Connell  says. 

Ken  Strohschein,  vice  president  of  IT 
for  Great  Expressions,  a  chain  of  170  den¬ 
tal  clinics  in  Michigan,  Georgia  and  New 
York,  made  the  decision  two  years  ago  to 
use  West  IP  Communications’  VoiceMaxx 
cloud  offering  with  full  PBX  functional¬ 
ity,  advanced  enterprise  and  personal 
call  management  tools  and  leading-edge 
unified  communications  features. 

“We  grow  by  acquisition.  Two  years 
ago,  we  had  67  contracts  across  nine 
providers  and  had  25  different  PBX 
systems  running,”  explains  Strohschein. 
“The  decision  to  use  a  cloud-based  unified 
communications  system  was  an  easy  one 
to  make  as  we  moved  to  consolidate  our 
telephony  services.” 

Great  Expressions  did  have  to  make 
some  modifications  to  its  underlying 
network  infrastructure  in  order  to  imple¬ 
ment  cloud-based  telephony  service  to  all 
of  its  clinics.  But  the  company  is  saving 
upwards  of  $40,000  per  year  and  is 
enjoying  a  unified  monitoring  window 
into  its  overall  UCaaS  services . 

The  Gartner  UCaaS  Magic  Quadrant 
report  released  late  in  2011  failed  to 
identify  a  clear  leader  in  North  America, 
which  might  deter  larger  enterprises 
from  jumping  in.  The  companies  Gartner 
identified  as  challengers  are  Microsoft, 
Verizon,  Cisco,  Google,  AT&T  and  West. 
The  visionaries  included  M5  Networks 
(since  purchased  by  ShoreTel),  Thinking 
Phone  Networks,  Cypress  Communica¬ 
tions  and  PanTerra  Networks. 

“The  problem  with  the  market  at  this 
point  is  that  the  companies  we  believe 
have  the  ability  to  scale,  don’t  necessarily 
have  all  the  pieces  of  the  complete  UCaaS 
picture  in  place  yet,”  O’Connell  says.  He 
added  that  Microsoft  is  poised  to  shake  up 
this  market  as  Office  365  gains  traction, 
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VERIZON  SOLUTIONS  FOR  ENTERPRISE 


Verizon  enables  innovative  Advanced  Communications  technology  that 
mobilizes  your  workforce  and  increases  organizational  agility.  Our  enterprise- 
class  platform  offers  solutions  to  help  extend  the  features  of  your  existing 
business  phone  system  while  enabling  desktop  email,  conferencing  and  other 
business  applications  on  mobile  devices.  It's  how  Verizon  can  help  increase 
productivity  and  mobile  access  to  data  for  your  business.  All  with  the  security 
and  reliability  of  America's  fastest  4G  network. 


MACHINE  TO  MACHINE 


ADVANCED  COMMUNICATIONS 


MOBILE  DEVICES 


NETWORK 


Start  making  a  difference  for  your  business 

Visit:  verizonwireless.com/enterprise 
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4G  LTE  is  available  in  more  than  BOO  markets  in  the  U.  S.  Network  details  6  coverage  maps  at  vzw.com.  ©  201 2  Verizon  Wireless. 
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and  if  the  Redmond  giant  can  convince  IT 
that  its  underlying  VoIP  technology  can 
deliver  the  uptime  enterprises  require. 

Microsoft  is  quick  to  rebut  criticisms 
of  its  linchpin  UCaaS  technology  — 

Lync  2010.  Group  product  manager  B.J. 
Haberkorn  notes  that  just  one  year  after 
its  release  (in  December  2011),  Microsoft 
could  boast  that  3  million  enterprise  users. 

“The  basic  underlying  telephony  is 
pretty  well  understood  across  the  indus¬ 
try.  We  didn’t  need  to  set  out  to  solve  that 
problem  because  it  was  already  solved. 
Our  customers  are  coming  to  us  because 
they  are  looking  for  the  cloud-based  VoIP 
that  has  natural  integration  with  their 
applications,”  Haberkorn  says. 

Monitoring/mgmt.  as  a  service 

One  of  the  fundamental  fears  of  enter¬ 
prise  IT  moving  to  the  cloud  has  been  the 
lack  of  visibility  into  applications  and  the 
underlying  health  of  the  cloud  networks. 

“There  is  a  huge  opportunity  for  cloud 
service  providers  to  serve  up  some  real¬ 
time  analytics  of  what  is  happening  in 
the  cloud,”  says  Chris  Smith,  a  marketing 
executive  at  Cambridge,  Mass.-based 
Cloud  Technology  Partners. 

Applications  running  in  the  cloud  are 
by  definition  highly  distributed  across 
available  computing  resources.  “So  what 
that  creates  is  an  incredible  dependency 
upon  the  application  communications 
over  the  network  in  a  way  that  we’ve  never 
seen  before,”  adds  Molly  Stamos,  direc¬ 
tor  of  products  at  Silicon  Valley  startup 
Boundary,  which  is  focused  on  providing 
continuous  visibility  into  network  and 
application  traffic  flows  in  public  cloud. 

Stamos  stresses  the  real-time  nature  of 
her  company’s  monitoring  —  as  opposed 
to  other  products  that  take  a  sampling  of 
application  health  —  because  “the  differ¬ 
ence  between  knowing  what  is  happening 
with  your  application  after  two  seconds 
of  downtime  versus  five  minutes  could 
prevent  a  lot  of  lost  revenue,”  Stamos 
says.  Obviously,  collecting  data  at  this 
rate  means  Boundary  also  must  offer  a 
very  high-capacity  data  analytics  engine. 
Stamos  contends  the  Boundary  system 
can  currently  handle  17  billion  records 
and  the  engineering  team  is  looking  to 
increase  that  capacity  to  a  half  trillion 
records  per  day  by  the  end  of  the  year. 

HP,  a  longtime  player  in  the  network 
monitoring  and  management,  contends 
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that  MaaS  must  support  applications  that 
span  both  public  and  private  cloud  and 
have  ties  to  on-premise  systems  as  well. 

“Our  customers  are  now  operating  in 
converged  cloud  networks  and  they  need 
to  have  a  single  pane  of  glass  with  which 
to  see  how  their  hybrid  applications  are 
functioning  and  manage  them  accord¬ 
ingly,”  says  Manoj  Raisinghani,  director 
of  product  marketing  at  HP. 

There  are  a  slew  of  startups  also  target¬ 
ing  a  unified  monitoring  and  manage¬ 
ment  scheme  across  cloud  platforms. 

RightScale,  a  multi-cloud  management 
company  in  Santa  Barbara,  Calif.,  that 
allows  users  to  provision  servers  and 
applications  across  multiple  clouds,  says 
68%  of  its  customer  cloud  usage  comes 
from  customers  using  more  than  one  cloud 
provider  and  cloud  type.  The  company 
polled  its  customer  base  in  April  and  May. 

“It’s  a  heterogeneous  world  of  layers  and 
players,  and  to  be  useful  as  a  management 
services  provider,  you’ve  got  to  handle 
them  all,”  says  RightScale  CEO  Michael 
Crandell.  Currently,  RightScale’s  manage¬ 
ment  service  can  tap  into  a  baker’s  dozen  of 
clouds  including  EC2,  Rackspace,  Micro¬ 
soft  Azure  and  HP  Cloud  Services. 

RightScale  customer  Reza  Rassool, 

CTO  of  Music  Mastermind,  says  his  com¬ 
pany  needs  to  stay  as  cloud  agnostic  as 
possible  so  that  it  can  move  operations  to 
whatever  cloud  makes  economic  or  tech¬ 
nological  sense.  Rassool  was  completely 
satisfied  with  how  the  RightScale  service 
allows  his  engineering  team  to  manage 
workflow  between  the  public  cloud  and 
Music  Mastermind’s  private  cloud.  On  his 
wish  list,  though,  is  a  more  consolidated 
view  of  application  performance  from  the 
same  dashboard. 

Another  player  in  the  multi-cloud 
management  arena  is  enStratus.  James 
Urquhart,  vice  president  of  product 
strategy,  argues  that  the  hardest  part  about 
the  multi-cloud  management  puzzle  is  not 
configuring  applications  across  multiple 
clouds.  “It  is  understanding  the  relation¬ 
ships  between  the  components  of  the  appli¬ 
cations  running  in  the  different  clouds. 

If  I  change  something  in  the  application 
running  on  Force.com,  does  that  negatively 
affect  something  I’ve  got  running  in  the 
Amazon  cloud?”  Urquhart  says. 

The  network  in  the  cloud 

Generally  speaking,  the  concept  of  NaaS 


allows  carriers  to  deliver  cloud-based 
networking  services  like  routing,  tun¬ 
neling,  quality  of  service,  and  network 
address  translation  using  the  Internet 
on  a  subscription  basis  without  requir¬ 
ing  customers  to  have  on-premise  gear 
dedicated  to  those  functions. 

Instead  of  having  a  networking  staff 
that  is  doing  things  like  configuring 
firewalls  and  provisioning  servers  to  pass 
through  certain  types  of  networks,  it’s  all 
handled  in  the  cloud.  There  is  a  cost  sav¬ 
ings  to  taking  up  NaaS  over  maintaining 
a  traditional  network,  but  Capgemini’s 
Coyle  argues  the  main  reason  a  large  com¬ 
pany  is  going  to  buy  NaaS  is  because  they 
want  to  get  out  of  the  IT  business. 

Traditional  networking  companies  have 
only  dabbled  in  the  idea  of  NaaS.  Cisco  pro¬ 
posed  NaaS  parameters  to  the  OpenStack 
open  source  IaaS  project  in  the  spring  of 
2011  but  has  made  no  announcements  on 
the  topic  since.  Cisco  did,  however,  throw 
$100  million  in  financing  at  virtual  net¬ 
working  startup  Insieme  in  April.  Juniper 
rolled  out  last  fall  what  it  calls  Junosphere 
Lab,  calling  is  a  NaaS  offering,  but  that 
service  only  gives  customers  subscription- 
based  access  to  a  virtual  network  testing 
lab,  not  a  full-on  networking  service. 

NaaS  has  been  recently  thrust  into  the 
cloud  limelight  since  VMware  scooped  up 
virtual  switch  vendor  Nicira  for  $1.26  bil¬ 
lion  late  last  month.  That  purchase  price 
is  25  times  more  than  the  $50  million  in 
financing  Nicira  had  amassed  to  build 
its  software-defined  networking  product 
and  represents  a  huge  bet  for  the  server 
virtualization  company  on  what  the  next 
big  thing  in  cloud  computing  will  be. 

In  an  interview  before  VMware 
announced  the  acquisition,  Nicira  Vice 
President  of  Marketing  Alan  Cohen 
was  already  bullish  on  the  prospects  of 
Nicira’s  chances  in  the  cloud.  “I  think 
the  idea  of  infrastructure  as  a  service 
will  disappear  as  both  local  and  cloud- 
based  networking  become  simply,  well, 
networking,”  Cohen  says.  ■ 

Burns  is  a  freelance 
writer  and  editor  who 
has  over  15  years 
experience  covering  the 
networking  industry. 

She  can  be  reached 
at  cburnsl227@ 
googlemail.com. 
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I  needed  to  run  two  24  fiber  patches  from  about  100  feet  away.  I  wasn't  comfortable 
with  on  site  cabling  for  my  secured  Data  Center,  so  I  called  Cablesys  to  order  the 
pre-terminated,  pre-bundled,  pre-labeled  10G  LC  Plug  &  Play  Solution.  It  took  me  less 
than  ten  minutes  to  hang  and  patch  the  two  racks,  and  it  saved  me  the  time,  money, 
and  mess  of  ordering  a  24  fiber  run  on  site.  -  David,  a  Data  Center  manager. 

Cablesys  offers  CAT  6e,  CAT  5e  Copper  and  LC,  SC,  MPO,  0M3,  0M4  Fiber  Plug  &  Play  Solutions  that 
are  100%  performance  tested  with  a  15  year  performance  warranty.  All  you  have  to  do  is  Plug  &  Play. 


cs@cablesys.com 


800.555.7176  CABLEflYrj 
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endrickson  International  Corporation  is  a  leading 


_  global  supplier  of  truck,  tractor,  bus  and  recreational 
1  ■  vehicle  suspension  and  heavy-duty  spring  compo- 


' 
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savings 


CIO  Rick  Johnson  will  readily  describe  both  the  compa- 

■ 

ny’s  products  and  its  manufacturing  processes  as  innova¬ 
tive  and  state  of  the  art.  But  when  he  was  asked  to  categorize 
the  privately  held,  95-year-old  company’s  outlook  on  the 
use  of  cutting-edge  IT  products  and  services,  he  had  to  say  it 
was  rather  conservative  overall. 
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But  Johnson,  who  has  led  the  Hendrick-  ~  :  j 
son  IT  team  for  five  years,  said  cloud-based  | 
unified  communications  as  a  sendee 
(UCaaS)  was  not  a  hard  sell  at  Hendrickson 
because  it  both  provided  an  economical 
upgrade  to  the  company's  outdated  and 
cumbersome  Fujitsu  PBX  and  it  paved  the 
way  for  more  plausible  cloud-based  appli¬ 
cations  across  the  company  in  the  future. 

Hendrickson  has  close  to  20  manu¬ 
facturing,  customer  service  and  product 
development  centers  in  the  United  States, 
Canada,  Mexico,  the  United  Kingdom, 

Spain,  Australia  and  the  Pacific  Rim.  It  also 
has  locations  in  New  Zealand,  Thailand, 
Brazil  and  China. 

About  a  year  ago,  Hendrickson  sought 
to  enhance  communication  and  collabo¬ 
ration  among  its  distributed  workforce 
by  moving  off  its  antiquated,  expensive, 
premises-based  communications  system, 
because  the  system  offered  only  limited 
applications,  too  little  in  terms  of  integra¬ 
tion  capabilities  and  no  growth  capacity. 

The  company  also  needed  to  replace  legacy 
analog  telephone  lines  and  wanted  to 
utilize  videoconferencing  between  offices 
and  manufacturing  facilities  as  well  as 


j  with  customers,  business  partners  and 
I  sales  prospects. 

After  a  due-diligence  comparison  of  the 
options,  Hendrickson  ran  with  Thinking- 
Suite,  a  service  offered  by  Thinking  Phone 
Networks  —  which  Hendrickson  pairs 
with  Polycom  desktop  phones  and  video 
bridges.  ThinkingSuite  combines  a  power¬ 
ful  business  analytics  engine  for  process 
and  workflow  visibility,  third-party  appli¬ 
cation  integration  to  help  merge  previously 
stand-alone  systems,  and  best- in-class 
UC  applications  including  voice,  video, 
mobility,  analytics,  IM/presence,  contact 
center,  unified  messaging  and  audio/ Web 
collaboration. 

In  taking  in  the  real  cost  of  the  Thinking- 
Suite  deployment  versus  the  purchase  of 
upgraded,  on-premise  VoIP  software  and 
hardware  and  the  continued  telecommuni¬ 
cations  costs,  Johnson  says  that  “while  the 
difference  was  not  exactly  half  the  price,  it 
was  pretty  close  to  that  mark.” 

Johnson  says  the  service  —  which  is 
currently  rolled  out  to  more  than  500 
users  and  will  be  expanded  to  1,200  users 
when  it  is  completed  later  this  year  —  has 
surpassed  Johnson’s  expectations  in  terms 


of  call  clarity,  disaster  recovery  param¬ 
eters  and  management  and  monitoring 
capabilities. 

All  of  Hendrickson’s  sites  have  a 
primary  connection  to  Thinking  Phone’s 
data  center  in  Cambridge,  Mass.,  and  a 
backup  connection  to  a  second  data  center 
in  San  Francisco.  To  test  the  redundancy 
measure,  Johnson’s  team  pulled  the  circuit 
to  the  Cambridge  site.  Johnson  says  the  ser¬ 
vice  dropped  all  the  calls  that  were  active 
when  the  circuit  was  pulled  as  expected, 
and,  on  cue,  within  seconds  Hendrickson’s 
UCaaS  was  restored  via  the  San  Francisco 
data  center  connection. 

To  help  ensure  call  clarity  for  both  the 
phones  and  the  audio  and  video  bridge  ser¬ 
vices  Hendrickson  subscribes  to,  Johnson’s 
team  has  implemented  quality-of-service 
parameters  on  the  company’s  MPLS  so 
that  voice  traffic  is  a  Class  1  and  is  always 
protected  from  bandwidth  issues. 

“If  there  is  an  issue  with  a  call,  say  either 
the  timbre  or  the  tenor  doesn’t  sound 
quite  right,  we  can  interact  with  Thinking 
Phone’s  customer  service  immediately  and 
they  get  to  the  root  cause.  They  are  very 
responsive,”  Johnson  says. 


Thinking  Phone’s  responsiveness  is 
rooted  in  its  ThinkingAnalytics  appli¬ 
cation  module  which  currently  comes 
with  every  ThinkingSuite  subscription, 
explains  David  Powers,  Thinking  Phone 
vice  president  of  marketing. 

ThinkingAnalytics  aggregates  a  com¬ 
mon  set  of  data  from  core  ThinkingSuite 
unified  communications  applications  as 
well  as  from  third-party  business  applica¬ 
tions  such  as  Salesforce.com  and  Microsoft 
Dynamics  CRM  to  provide  a  single  vision 
of  organizational  health,  operational  pro¬ 
cesses  and  customer  interactions. 

ThinkingAnalytics  delivers  cross-func¬ 
tional  insights  through  pre-built  reports 
and  queries  to  commonly  asked  questions. 
Guided  analysis  helps  streamline  cause- 
and-effect  analysis  to  determine  the  root 
cause  of  issues  and  develop  best-practice 
behaviors  to  solve  problems. 

Hendrickson  has  yet  to  integrate  the 
Thinking  Phone  service  with  the  Microsoft 
suite  of  productivity  applications  other 
than  opting  to  have  voicemail  delivered  to 
users  via  the  Outlook  mail  client,  but  John¬ 
son  does  hope  to  explore  the  available  con¬ 
nections  once  the  company  has  upgraded 
to  Office  365  later  this  summer. 

Johnson  says  the  success  his  company 
is  enjoying  with  UCaaS  will  help  him  pave 
the  way  for  future  cloud-based  services  in 
the  realm  of  UCaaS  (think  more  support  of 
mobile  devices)  at  Hendrickson  where  they 
make  sense. 

“Before  deploying  the  Thinking  Phone 
service,  I  was  dealing  with  some  apprehen¬ 
sion  from  both  management  and  the  IT 
team  about  both  security  issues  and  loss 
of  control  issues,”  Johnson  says.  Post¬ 
deployment,  he  feels  he’s  got  plenty  of  solid 
data  with  which  he  can  convince  upper 
management  to  open  up  the  company’s 
other  business  processes  to  the  cloud. 

To  prepare  for  that  eventuality,  Johnson 
says  his  team  is  making  sure  the  company’s 
underlying  network  is  up  for  the  challenge 
in  terms  of  adequate  bandwidth  —  espe¬ 
cially  considering  4G  service  for  the  last 
mile,  high  performance,  plenty  of  redun¬ 
dancy  and  maintaining  relationships  with 
multiple  carriers. 

“Basically,  we’re  doing  everything  we  can 
to  make  sure  that  as  more  of  our  applica¬ 
tions  get  moved  outside  of  the  four  walls  of 
our  data  center  that  we  are  ready  to  provide 
the  same  if  not  better  class  of  services  to  our 
end  users,”  Johnson  says.  ■ 


Microsoft  delivers  missing 
Lync  for  telemed  project 

■  ^  Microsoft  works  to  convince  corporate  IT  that  the  underlying  VoIP 
nJ  technology  in  its  Lync  unified  communications  platform  has  the 
chops  to  support  the  slew  of  applications  the  Redmond  giant  has  built  on 
top  of  it,  there’s  no  shortage  of  smaller-scale  customers  deploying  it  for 
interesting  uses. 

Take  telemedicine  in  North  Texas,  for  example. 

US  Medical  IT  is  an  IT  project  management  firm  that  helps  medical 
practices  implement  technology.  Managing  Partner  Stephen  Cracknell  rec¬ 
ommended  Windows  365  and  its  accompanying  UCaaS  underpinnings 
to  the  doctors  of  Dallas  Neurosurgical  &  Spine  (DNS). 

The  doctors  were  looking  for  a  better  way  to  share  high-fidelity  images 
(which  Windows  365  supports)  with  other  specialists,  as  well  as  with 
patients’  primary  care  doctors,  and  were  interested  in  using  telemedicine 
to  give  post-surgical  care  to  patients  in  rural  areas. 

US  Medical  IT  constructed  the  solution  by  using  off-the-shelf  hardware, 
including  a  high-end  IP  security  camera  from  Axis  Communications.  With 
the  security  camera,  DNS  specialists  can  use  a  joystick  to  control  the  field 
of  view  in  the  exam  room,  located  more  than  100  miles  away  from  the 
team’s  Dallas  office. 

With  this  setup,  the  specialist  can  view  and  manipulate  MRI  images  on 
the  remote  computer  and  use  the  camera  to  conduct  physical  examinations 
while  discussing  the  observations  with  the  patient  or  the  remote  physician. 

To  use  the  system,  the  local  physician  schedules  a  consultation  with  the 
specialist,  and  the  patient  brings  the  MRI  images  to  the  local  office.  Both 
the  specialist  and  the  local  physician  log  on  to  their  Lync  Online  accounts, 
which  are  provisioned  by  US  Medical  IT.  The  local  physician  can  then  sim¬ 
ply  share  the  desktop  and  allow  the  specialist 
to  manipulate  the  patient’s  MRI  images,  while 
simultaneously  sharing  high-definition  video 
through  the  IP  camera.  All  communication 
happens  over  a  secure  line  to  comply  with  the 
Health  Insurance  Portability  and  Accountabil¬ 
ity  Act  (HI  PAA). 

According  to  Cracknell,  the  only  technolog¬ 
ical  hurdle  DNS  had  to  overcome  was  making 
sure  there  was  enough  bandwidth  available  at 
the  outposts  so  that  the  high-density  images 
could  be  shared. 


NEUROSURGEON 

DR.  J.  MICHAEL  DESALOMS  Q 


says  conducting  surgical 
follow-up  exams  with  his 
practice’s  Microsoft  Lync- 
driven  unified  communica- 
tions-as-a-service  platform 
is  saving  rural  patients  time 
and  money  and  gives  him 
time  to  see  more  patients. 
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Whatever  your 
heat  problem  is. 


MCVINCOOL 


THE  #1  SPOT  COOLING  SOLUTION 


800-264-9573  I  MovinCool.com 


An  IT  Expert’s 

WORST  FEAR 

&  How  MovinCool  Averted 

DISASTER 


Eric  Rieger,  President  of  WEBIT  Services,  had  a  major  server 
room  emergency  after  three  off-the-shelf  A/C  units  quit.  Now 
he  has  a  MovinCool  Office  Pro  12.  And  greater  peace  of  mind. 


To  read  more  about  Eric’s  application 
story,  visit:  MovinCool.com/Webit 


Scan  to  see  the  top  50  reasons 
why  MovinCool  products  are  the 
highest  quality  in  the  industry. 
MovinCool.com/50Reasons 


For  computer  servers  to  operate  properly,  they’ve  got  to  be  kept 
cool.  Which  was  Eric  Rieger’s  intention  when  he  purchased  three 
retail  A/C  units  from  a  local  “big  box”  store.  Rieger,  President  of 
WEBIT  Services,  a  managed  technology  services  provider  in  the 
Chicago  area,  thought  he  had  found  an  ideal  solution.  But  all 
three  subsequently  failed.  The  last  one  on  Christmas  Day.  After 
quickly  contacting  his  local  distributor,  Rieger  chose  a  MovinCool 
Office  Pro  12.  “Its  performance  and  reliability  are  impressive,”  he 
reports.  “And  the  peace  of  mind  it  delivers  is  priceless.” 


The  self-contained  MovinCool  Office  Pro  12  pumps  out  12,000 
Btu/hr,  works  on  standard  115v  power  and  requires  no  costly 
installation.  Just  roll  it  in.  Plug  it  in.  Turn  it  on.  And  its  programmable 
digital  controller  easily  integrates  into  office  automation  systems. 
“I  even  recommend  MovinCool  to  clients,”  concludes  Rieger. 
From  mission  critical  cooling  applications  to  computers  and 
manufacturing  processes  and  people,  MovinCool  is  the  solution. 


“Its  performance  and 
reliability  are  impressive, 
and  the  peace  of  mind  it 
delivers  is  priceless.” 


vc  uui  yuu  ouvcieu. 


. 

registered  trademark  ol  DENSO.  Wave  Incorporated. 

■  .  V)--'  •  • !•.»: 

&  •  ' 

h  .  yv  y  .  \ 


(&2012  DENSO  Sales  California.  Inc.  MovinCool,  SpotCool  and  Office  Pro  are  registered  trademarks  of  DENSO  Corporation.  QR  Code  is  a 


www.networkworld.com  August  13,  2012 


ENTERPRISE  CLOUD  SERVICES 


EVERYTHING  AS  A  SERVICE 


POWERFUL  COMPANIES 


T 


EVERYTHING  AS  A  SERVICE  (XaaS)  describes,  well,  everything  that  can  be  offered  as  a 
cloud-based  IT  service.  It’s  a  pretty  wide  swath  of  service  categories  with  a  long  list  of  prod¬ 
ucts  in  each.  To  narrow  the  field  a  bit,  we  asked  industry  analysts  and  practitioners  to  list 
the  companies  they  are  watching  in  the  three  XaaS  categories  that  are  currently  bubbling 
to  the  top  in  terms  of  enterprise  interest:  unified  communications  as  a  service  (UCaaS), 
monitoring/management  as  a  Service  (MaaS)  and  network  as  a  service  (NaaS). 


EVERYTHING-AS-A-SERVICE 
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OMPANIES  TO  WATCH 


L II  M5  Networks  XaaS  Category  >  UCaaS 

WHY  WE'RE  WATCHING:  ShoreTel  picked  up  this  startup  (which  previously  had 
about  2,000  customers)  back  in  February  to  quickly  offer  UCaaS  to  customers 
looking  to  deploy  IP  communications  through  a  hosted  model.  We’re  watch¬ 
ing  to  see  how  quickly  ShoreTel  customers  are  going  to  jump  into  the  cloud. 

CONTINUED  ON  PAGE  Q  30 
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They do 

the  central  bank  of  an  island  kingdom 
the  inventor  of  the  spark  plug 
the  original  maker  of  Aspirin  R 
a  home  shopping  channel  watched  ’round  the  world 
a  telecom  dressed  in  pink 
a  financial  institution  with  passion  for  performance 
a  four  letter  group  of  chemical  companies 
an  aircraft  engine  manufacturer  gone  automaker 

software  license  management 


Aspera.com 


Go  to  www.aspera.com/slm 
to  download  a  white  paper  and  case  study 
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CONTINUED  FROM  PAGE  28 

2  ii 

Microsoft 

XaaS  UCaaS 

WHY  WE'RE  WATCHING: 

Not  exactly  a  startup,  we 
have  to  admit.  But  we’re 
watching  to  see  whether  the 
proliferation  of  Office  365 
makes  Microsoft’s  underly¬ 
ing  UCaaS  engine,  Lync, 
a  no-brainer. 

3  ii 

Thinking 

Phone 

Networks 

XaaS  Category  >  UCaaS 
WHY  WE’RE  WATCHING: 

Thinking  Phone  has  been 
named  as  a  visionary  twice 
by  Gartner.  We’re  watching 
the  company  because  it  has 
placed  a  strong  focus  on  pro¬ 
viding  a  deep-dive  analytics 
engine  that  helps  enterprises 
understand  how  their  cloud- 
based  unified  communica¬ 
tions  is  operating  across  the 
company. 

4  i 

Boundary 

XaaS  Category  >  MaaS 
WHY  WE'RE  WATCHING: 

It’s  all  about  real-time  moni¬ 
toring  with  the  Boundary 
cloud  application  monitoring 
offering  by  the  same  name. 
The  company  deploys  agents 
on  an  enterprise’s  applica¬ 
tions  running  in  the  cloud 
that  examine  every  packet 
they  see  cross  the  application. 
So,  the  devil  is  in  the  details 
on  this  one.  We’re  watching 
to  see  if  the  company  can 
hit  its  goal  of  being  able  to 
analyze  17  billion  records 
per  day  by  the  end  of  the  year, 
and  then  serve  up  useful 
information  to  customers_on 
just  what  their  cloud  applica¬ 
tions  are  doing. 


SERVICES 


EVERYTHING  AS  A  SERVICE 


POWERFUL  COMPANIES 


5 II  enStratus  Networks 

XaaS  Category  MaaS  WHY  WE’RE  WATCHING:  enStratus  is  focused  on  providinga  unified  man¬ 
agement  platform  for  hybrid  cloud  environments  so  that  enterprise  IT  departments  have  a  way  to 
orchestrate  virtual  infrastructure  available  online  with  what's  existing  within  their  own  data  centers. 
Seeing  as  hybrid  clouds  are  corporate  reality,  we’re  watching  to  see  how  quickly  the  company  can 
amass  IaaS  partners  to  give  customers  more  choice  in  who  they  can  build  hybrid  clouds  with  while 
maintaining  centralized  control. 


Back  in  January,  Big  Switch 
released  an  open  source  con¬ 
troller  based  on  OpenFlow,  a 
switching  and  communica¬ 
tions  protocol  that  handles 
packet  routing  on  a  software 
layer,  separate  from  the  physi¬ 
cal  network  infrastructure. 
We’re  watching  to  see  if  the 
open  source  move  will  attract 
application  development 
around  the  controller  before 
the  company  releases  a  com¬ 
mercial  version  later  this  year. 


8 

Insieme 


6  ii 

RightScale 

XaaS  Category  >  MaaS 
WHY  WE’RE  WATCHING: 

RightScale  is  sitting  on  a 
very  interesting  perch  in  the 
scheme  of  the  cloud:  right  in 
between  cloud  users  and  their 
cloud  infrastructure-as-a- 
service  providers,  multiple 
providers,  in  fact.  RightScale 
has  struck  up  partnerships 
with  a  dozen  cloud  provid¬ 
ers  so  that  subscribers  can 
manage  all  of  their  cloud 
infrastructure  from  a  single, 
integrated  pane. 


3 II  Nicira 

XaaS  Category  NaaS  WHY  WE’RE  WATCHING:  VMware  paid 
25  times  more  than  what  this  startup  had  amassed  in  venture 
capital  funds  for  this  tiny  company,  which  has  built  a  virtual  net¬ 
working  engine  out  of  open  source  software.  We’ll  be  watching  to 
see  what  VMware  does  with  its  new  networking  division. 


7  ii 

Big  Switch 

XaaS  Category  >  NaaS 
WHY  WE’RE  WATCHING: 


XaaS  Category  -  NaaS 
WHY  WE’RE  WATCHING: 

This  is  the  software-defined 
network  (SDN)  company  that 
Cisco  invested  $100  million 
into  this  spring.  Insieme  is 
still  operating  in  stealth  mode, 
but  should  Cisco  choose  to 
buy  the  company  once  its 
product  development  is 
more  mature,  it  will  signal 
that  Cisco  is  serious  about 
embracing  SDN. 
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dtSearcK 


Instantly  Search  Terabytes  of  Text 

•25+  fielded  and  full-text  federated  search  options 

•dtSearch's  own  file  parsers  highlight  hits  in 
popular  file  and  email  types 

•  Spider  supports  static  and  dynamic  data 
•APIs  for  .NET,  Java,  C++,  SQL,  etc. 

•Win  /  Linux  (64-bit  and  32-bit) 

"lightning  fast"  Redmond  Magazine 
"covers  all  data  sources"  eWeek 

I  mmmm  mi  mmtm  mmmmmmmA  mmmmmmmmm-  m  m  -  m 

"results  in  less  than  a  second"  InfoWorld 

m  tax  .n-mm  t  «•*;  4  m.  Mi 

hundreds  more  reviews  and  developer  case 

studies  at  www.dtsearch.com 

rhhm»  «wr«  ji  xm  m  tm  wm 

Desktop  with  Spider  ^  Web  with  Spider 

#  Network  with  Spider  ^  Engine  for  Win  &  .NET 

♦  Publish  (portable  media)  Engine  for  Linux 

Ask  about  fully-functional  evaluations! 

The  Smart  Choice  for  Text  Retrieval*  since  1991 

www.dtSearch.com  i-soo-it-finds 
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BE  INFORMED  ABOUT  ENVIRONMENTAL 
ISSUES  IN  YOUR  SERVER  ROOM 
...EVEN  WHEN  YOU'RE  SLEEPING 

ONLY  SENSAPHONE  PRODUCTS  CAN  CALL 
AND  WAKE  YOU  WITH  A  CUSTOM  VOICE 
MESSAGE  DESCRIBING  THE  SPECIFIC  PROBLEM 
WITH  SENSOR  DETAILS 

MAKE  SURE  YOU  GET  THE  MESSAGE 


MONITOR: 

•  TEMPERATURE 

•  HUMIDITY 

•  WATER  DETECTION 

•  POWER  FAILURE 
&  MORE 

NOTIFICATION 

VIA: 

•  CUSTOM  VOICE 
PHONE  CALL 

•  EMAIL 
•TEXT 

•  SNMP 


SENSAPHONE*  8/7-373-2700 

REMOTE  MONITORING  SOLUTIONS  www.sensaphone.com 


MADE  IN  THE 


THE  WORLD’S  MOST  RELIABLE  DATA  CENTER 
RACK  PDUS.  ONLY  FROM  SERVER  TECH.  =* 

Would  you  trust  your  data  center  power  management  to 
anyone  but  the  inventors  of  the  intelligent  PDU?  Since  1984, 

Server  Technology  experts  have  produced  the  highest  quality 
rackmount  power  distribution  and  monitoring  solutions. 
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Organizational  knowledge  and  temp  staff 


YOUR  ORGANIZATION  does  stuff.  You  buy 
things,  you  make  things  from  the  things 
you  bought,  you  write  things,  you  send  out 
invoices  for  things  you’ve  sold . . .  there  are  thousands  of  things  you  do 
and  these  procedures  are  what  drives  your  business. 

In  most  organizations  there  will  usually  be  a  lot  of  informal  proce¬ 
dures  that  are  passed  on  from  one  person  to  another,  along  with  far 
fewer  formalized  procedures  enshrined  in  computer  software,  pro¬ 
cedures  such  as  accounting,  CRM  and  ERR  These  documented  and 
undocumented  procedures  are  called  “organizational  knowledge.” 

There  are  serious  problems  with  having  too  many  informal  proce¬ 
dures  and  one  of  the  biggest  is  when  employees  leave  the  organization, 
taking  with  them  the  understanding  of  those  undocumented  proce¬ 
dures  and,  as  a  consequence,  making  the  organization  a  little  “dumber.” 

Even  if  employees  train  their  replacements,  some  portion  of  their 
knowledge  will  be  lost.  This  lost  knowledge  is  particularly  important 
in  “edge  cases,”  where  exceptions  and  novel  situations  arise  where  spe¬ 
cial  responses  and  actions  are  required. 

The  other  part  of  organizational  knowledge  that  gets  lost  unless  it  is 
actively  and  intelligently  captured  and  then  strategically  filed  is  his¬ 
tory:  The  “  Why/How/When  did  we  do  that?”  of  the  organization. 

My  friend  Ted  who  runs  IT  for  the  Ventura  Unified  School  District 
told  me  an  example  of  the  consequences  of  a  lack  of  organizational 
memory:  A  cable  company  they  had  a  deal  with  for  co-use  of  optical 
fiber  recently  made  claims  of  ownership  of  said  fiber. 

Ted  remembered  the  deal  but,  because  no  one  had  ever  collected  all 
of  the  original  paperwork  generated  by  multiple  government  agencies, 


he  had  to  sift  through  archives  to  reconstruct  the  governance  history  to 
prove  the  cable  company  wrong.  Had  Ted  not  remembered  the  origi¬ 
nal  deal,  the  cable  company  would  have  taken  possession  of  a  valuable 
resource  it  didn’t  have  a  right  to  and  the  school  district  would  have  lost 
a  lot  of  money.  Ted  retires  at  the  end  of  this  year. 

Now,  in  this  crappy  economic  climate  many  full-time  positions 
are  being  replaced  by  temporary  workers.  The  reason  is  temps  are 
cheaper  —  they  are  usually  paid  hourly  wages  without  benefits  — 
and  easier  to  manage  (they  can  be  dismissed  at  any  time). 

While  this  trend  has  become  well-established  in  areas  such  as  ware¬ 
housing  and  the  building  industry,  it  has  also  become  commonplace  at 
higher  corporate  levels,  and  IT  temporary  staff  can  include  program¬ 
mers,  analysts,  project  managers  and  even  CIOs. 

While  temporary  staff  have  their  advantages  when  real  short-term 
needs  exist,  the  tendency  to  keep  temps  on  for  longer  periods  (which 
is  being  seen  in  both  blue-  and  white-collar  environments)  as  a  hedge 
against  changing  economic  realities  will  have  a  long-term  side  effect: 
The  organizational  knowledge  that  should  accumulate  and  guide 
future  actions  will,  at  best,  be  severely  diminished.  At  worst,  it  will  be 
more-or-less  lost  completely. 

If  you’re  in  a  senior  position  in  an  organization,  think  carefully 
before  you  go  down  the  temp  route  because  it  will  ultimately  impact 
your  organizations’  knowledge  and  the  future  consequences  could  be 
very  costly.  You  need  Teds,  not  temps.  N 

Gibbs  is  permanently  in  Ventura,  Calif.  Tell  gearhead@gibbs.com 
your  status  and  follow  him  on  Twitter  (@quistuipater). 
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A  phishing  tale  about  the  one  that  got  away 


I  KNEW  immediately  that  the  email  appear¬ 
ing  to  be  from  US  Airways  was  actually  a 
phishing  attempt  because  it  asked  me  to 
confirm  a  flight  I  had  not  booked  from  a  city  near  which  I  do  not  live. 

But  despite  that  instantaneous  recognition  of  a  scam, 
alarm  bells  began  clanging  anyway  for  one  simple  reason: 

I  had  flown  on  US  Airways  on  vacation  less  than  two  weeks 
prior  —  for  the  first  time  in,  well,  close  to  if  not  forever  — 
and  so  I  assumed  that  the  scammer  had  copped  my  email 
address  from  the  airline  sometime  since  that  transaction. 

And,  if  they  got  my  email  address,  who’s  to  say  they 
didn’t  get  my  credit  card?  (Beads  of  sweat  begin  to  pool  on 
forehead.)  So  might  this  obviously  spoofed  email  also  be 
an  indicator  that  someone  had  commandeered  my  plastic  privileges? 

A  little  Googling  quickly  made  matters  worse,  as  it  turned  up  an  April 
story  in  USA  Today  that  confirmed  that  US  Airways  customers  were 
being  targeted  in  this  exact  manner.  The  phishing  email  cited  in  the  story 
was  almost  identical  to  one  that  I  received,  and  that  was  almost  identical 
to  the  authentic  one  that  US  Airways  did  actually  send  to  me. 

Moreover,  US  Airways  acknowledged  in  April  that  its  customers  were 
being  targeted,  and  the  airline  had  posted  a  warning  notice  on  its  website. 

Since  the  news  story  was  from  April  and  I  booked  my  flight  mid- 
June,  two  conclusions  seemed  probable  if  not  inescapable:  My  address 
was  grabbed  just  recently . . .  and  US  Airways  was  not  only  the  victim 
of  a  data  breach,  but  what  appeared  to  be  an  ongoing  one  (OK,  that  last 
part  would  be  the  silver  lining,  professionally  speaking,  in  that  at  least 
I’d  get  a  good  story  out  of  the  whole  mess). 


Oh,  sure  it  could  be  a  corker  of  a  coincidence,  but  what  are  the 
odds  when  the  alternative  is  that  my  life  is  about  to  become  a  roiling 
cauldron  of  identity-theft  hell.  (Just  to  be  sure,  I  had  emailed  our  IT 
department  asking  if  they’d  seen  any  US  Airways-related  phishing 
around  here  recently.) 

Then  I  decided  to  run  all  of  this  by  one  of  my  colleagues 
—  a  level-headed  sort  —  and  he  agreed  that  things  looked 
grim  for  me  and  great  for  that  story  that  I  would  get  to  write. 
We  discussed  the  coincidence  possibility,  briefly,  but  I  could 
tell  that  he  was  just  offering  what  meager  comfort  he  could. 

Next  I  started  looking  for  contact  information  for  the  US 
Airways  public  relations  department,  determined  as  all 
get-out  to  at  least  get  that  story  cooking  before  canceling 
my  credit  card. 

But  before  I  could  even  find  the  PR  contact,  into  my  inbox  dropped 
this  reply  from  our  IT  guy:  “We  have  been  seeing  an  increase  with 
USAir  Phishing  attempts  within  the  past  few  days.  This  follows  on 
recent  phishing  attempts  from  other  airline  brands  like  American, 
Delta  and  Virgin.” 

Oh. 

And  then  my  level-headed  colleague  popped  his  head  into  my  office: 
‘Just  got  three  of  them  —  USAir  phishing  emails  —  right  in  a  row.” 

Oh. 

Seems  it  was  a  coincidence  after  all.  And  never  have  I  been  so  happy 
to  see  a  big  story  wriggle  off  the  hook.  ■ 

Have  your  own  harrowing  tale  to  tell?  The  address  is  buzz@nww.com. 
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Four  interlace  options:  6  Gbps  SAS,  1  Gbps  &  10  Gbps  iSCSl/SAS  and  8  Gbps  FC/SAS 


phone  to  learn  more 


Contact  the  IBM  Concierge 
to  help  you  connect  to  the 
right  IBM  Business  Partner. 
1-866-872-3902 

(mention  102JE09A) 


'IBM  Global  Financing  offerings  are  provided  through  IBM  Credit  LLC  in  the  United  States  and  other  IBM  subsidiaries  and  divisions  worldwide  to  qualified  commercial  and  government  customers. 
Monthly  payments  provided  are  for  planning  purposes  only  and  may  vary  based  on  your  credit  and  other  factors.  Lease  offer  provided  is  based  on  an  FMV  lease  of  36  monthly  payments;  please 
contact  your  IBM  Global  Financing  representative  for  actual  monthly  amounts.  Other  restrictions  may  apply.  Rates  and  offerings  are  subject  to  change,  extension  or  withdrawal  without  notice. 

IBM  hardware  products  are  manufactured  from  new  parts  or  new  and  serviceable  used  parts.  Regardless,  our  warranty  terms  apply.  For  a  copy  of  applicable  product  warranties,  visit 
http://www.ibm.com/servers/support/machine_warranties.  IBM  makes  no  representation  or  warranty  regarding  third-party  products  or  services.  IBM,  the  IBM  logo,  System  Storage  and  System  x 
are  registered  trademarks  of  International  Business  Machines  Corporation,  registered  in  many  jurisdictions  worldwide.  Other  product  and  service  names  might  be  trademarks  of  IBM  or  other 
companies.  For  a  current  list  of  IBM  trademarks,  see  www.ibm.com/legal/copytrade.shtml.  Intel,  the  Intel  logo,  Xeon  and  Xeon  Inside  are  trademarks  of  Intel  Corporation  in  the  United  States  and  other 
countries.  All  prices  and  savings  estimates  are  subject  to  change  without  notice,  may  vary  according  to  configuration,  are  based  upon  IBM's  estimated  retail  selling  prices  as  of  7/2/12  and  may  not  include 
storage,  hard  drive,  operating  system  or  other  features.  Reseller  prices  and  savings  to  end  users  may  vary.  Products  are  subject  to  availability.  This  document  was  developed  for  offerings  in  the  United 
States.  IBM  may  not  offer  the  products,  features  or  services  discussed  in  this  document  in  other  countries.  Contact  your  IBM  representative  or  IBM  Business  Partner  for  the  most  current  pricing  in 
your  geographic  area.  ©2012  IBM  Corporation. 


